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mem Cultivating the Silver Tree 


The desire to possess the silver plated flatware she has seen 
advertised is the soil in which to plant the silver tree. 


The first sale of flatware is the planting. 

The successive anniversaries when your customer’s desire for 
silverware is remembered by her friends are the periodical 
gatherings of the fruit. 


How often do you plant a silver tree? 


INTERNATIONAL SILVER CO. 


MERIDEN, CONN. 
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Don’t send your business 
to the other fellow 


Keep it yourself. Thousands of barn owners in every part of the country are prospects 
for National Storm-Proof Door Hangers. 

National possesses those exclusive features which attract and hold desirable trade. Exten- 
sive National Advertising keeps the demand steady—it keeps the National Dealer busy. 
A great many customers prefer our No. 77 Set here illustrated.’ It is constructed through- 
out of heavy gauge steel and has great carrying capacity. 

Furthermore, it has a flexible hinge joint which prevents damage to the door should any- 
thing bump against it. ' 

Packed one pair complete in a box with bolts, end-stops, lag-screws and full directions for 
attaching. 

Get our catalog and prices. We supply you direct. 


National Mfg. Company 


STERLING ILL. 
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HE fireless cooker is proving an 
‘i indispensable factor in the 

homes of many women, and 
since so many women have gene out 
of the homes and into the business 
world in order to eke out husband’s 
salary until prices go down, a fireless 
cooker has become almost as neces- 
sary as the kitchen stove itself, for 
the world must eat and the busy wife 
and mother who must needs be down 
town finds it a great comfort to be 
able to come home at night and find 
her dinner piping hot, thoroughly 
cooked and all ready to serve as soon 
as the table is set and the family 
seated. 

So a demonstration of fireless cook- 
ers finds a great many women on 
hand ready to learn about the effi- 
ciency of a fireless stove and ready 
to buy after being shown that it is 
easily operated and that it really 
saves them time, heat, labor and all 
the other things that one hears about 
a fireless cooker. 

Preparing an evening meal for a 
family would take an hour at the very 
least, and the business woman who 
is trying to maintain her home and 


Women and 
the Power of 


Good 


Demonstrations 


The Lure to the Store When the Roasts Are Being 
Prepared by a Factory Demonstrator—The Added 
Inducement and the Increased Sale of Cookers 


By LuUCILE MACNAUGHTON 


at the same time help out the family 
exchequer, is in no mood and has not 
the strength to prepare the meal 
after a long, hard day downtown. 

-But in homes where a fireless 
cooker is used, the family comes in 
and sits right down to a hearty, sus- 
taining meal and is therefore better 
morally, spiritually and physically. 
It is, then, an easy matter to clear 
away the dishes. A half hour’s 
earlier rising in the morning is suffi- 
cient to prepare a roast, vegetables 
and all the other necessary items of 
the evening meal. 


Works While You Work 


There is no need to rise early and 
cook and broil, bake and stew. The 
fireless cooker does it all easily and 
quietly, without fire and without ef- 
fort. Think of the saving in fuel, to 
say nothing of the time and strength 
of the busy housewife. 

A big Western hardware company 
finds the fireless cooker business good 
the year round. It is especially sea- 
sonable in the summer, when the 
great idea is to save fuel, heat in the 
house or apartment and the effort of 
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stirring foods over a hot stove, but 
since the business woman needs a 
fireless cooker so greatly if she is 
going to try and keep house, the sales 
increase eonstantly and one cannot 
really say that there is a fireless 
cooker season. 

Three times a year a demonstrator 
is sent to this store from the fireless 
cooker factory and she demonstrates 
the cooker for a week at a time in 
the store. 

A space is blocked off on the second 
floor of this big store in the house- 
furnishing’s department. A hollow 
square is built of the fireless cookers 
in all the different sizes. Near at 
hand are the small gas plate, the 
small ice box, a table for mixing and 
all the dishes and kitchen utensils 
that the demonstrator is liable to 
need. 

She, the demonstrator, is always a 
neat-appearing, capable-looking wo- 
man; she is always a good talker and 
a good saleswoman. 

Every day there is a different menu 
planned and the menu is published 
each day in the daily papers in the 
store advertisement. The women all 
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over the city are invited to come in 
and sample the foods prepared in the 
cooker. Chairs are arranged so that 
the visitors may sit as they sip and 
taste and question. The cookers in 
all sizes and prices are arranged 
where they can be most easily shown 
and demonstrated. The salesmen and 
women on that floor are always at 
hand ready to assist the demonstrator 
with her customers, to talk sales talk 
and to clinch the sales, if necessary, 
although we have found that the dem- 
onstrator is very capable of clinching 
sales herself. 


The Salesmen Make the Sales 
She is generally so very busy, 
though, with visitors coming and go- 
ing, and new people anxious to see 


and ask questions that it is not al- 
ways possible for her to follow the 
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Come and Learn the Secrets of 
Fireless Cooking 


An interesting demonstration of the Domestic 
Cookstove is being held in our S You will learn bow 
to bake, roast and brown as wel! as »w by conserved heat. 
Come in, learn the secrets of I irel Ty, taste the expertly 
prepared foods and you will realize how much time and comfort 
the Domestic Science will give yo 


Come in Today and ae our Demonstration 


Dismiss Your 
Laundress 


You will save mo time and 
tabor with a 


One Minute 
Electric oe 


it ad a a tab of pt 
th t 


Science Fireless 








cates phos av est ¢ pie fines 
of fabrics. 


$10 Cash 


Takes a Washer 
To Your Home 
Demonstration Daily. 


LE WALNUT ST. 


Kindred goods in the same ad 




















prospective buyer through to the 
completed sale, and so the salesmen 
are ever ready to finish the sale and 
take the order. 

Stunts that are a little out of the 
ordinary, such as baking a cake in 
one half of the cooker and freezing 
ice cream in the other half, create a 
great deal of interest and win the 
attention of the women. They are 
then also much pleased to sample the 
excellent combination, when it is 
ready to serve. For fear customers 
may come in and want to taste some- 
thing prepared in the cookers-and in 
case the menu for the day is still in 
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the cooker, the demonstrator always 
has something on hand prepared at 
a previous demonstration, such as a 
baking of bread, a roast of meat, etc., 
to show and to sample for the benefit 
of the customer. 

We find that they always want to 
taste, and so wee cups and saucers, 
tiny plates and spoons are used so 
that all who come may have a taste 
of what is being prepared for the 
day’s demonstration. 

Reducing the price of the cooker 
for a sale is, of course, impossible, 
but it is very frequently an excellent 
idea to offer a prize of a nice piece 
of aluminum or white enamel ware, 
or a piece of glass cooking ware with 
the cookers sold during demonstra- 
tion week, to induce sales. They will 
buy then to secure the prize and not 
put off buying indefinitely, as they 
might otherwise do. 


Demonstrations Draw Women 


Let the women know that a dem- 
onstration is on and in they come. 
Even those who have cookers come in 
to see the improvements, the new 


ideas and to ask questions, and we 


find that these women help us sell our 
goods, for while they may not buy 
a cooker, they will influence a neigh- 
bor or a relative to buy, and so the 
sales are helped that much more. 

Our purchasing agent makes an 
estimate of how many cookers he 
thinks he will be able to handle 
within a given time. These are then 
ordered early so that when the time 
arrives for a big. demonstration, 
there will be cookers in all the dif- 
ferent sizes on the floor ready to be 
shown, and in the stock rooms there 
will be a sufficient reserve supply so 
that orders may be quickly filled. + 

The advertisements that are to be 
used in connection with the campaign 
are carefully planned, and are run in 
the morning paper each day while the 
campaign is on. We figure that the 
morning, paper is the one that is read 
by the women and is the one that will 
bring us the best results. After the 
breakfast is served and the family 
scattered to school or to business, the 
housewife is at liberty to pick up the 
morning paper and peruse it at her 
leisure. If she finds an advertise- 
ment of something in which she is 
interested she has the whole day be- 
fore her in which to run down town 
and make a survey of the article in 
question. 

We believe that in the evening the 
family is so busy, the mother prepar- 
ing the evening meal, with the as- 
sistance of her daughters, that while 
perhaps the father of the family 
reads the paper his wife frequently 
does not pick it up. Following the 
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evening meal, if the evening is pleas- 
ant the family usually goes to a 
movie or for.a motor ride, and so the 
evening passes without the house- 
wife getting a very good look at the 
evening paper. 


Your Window of Cookers 


Preparatory to a demonstration of 
cookers, an attractive window trim 
is most essential. The fireless cook- 
ers are placed in the display windows, 
window trims furnished by the com- 
pany are used with good effect and 
good-looking aluminum pans or the 
white cooking utensils are grouped in 
an artistic manner. 

In fact, no detail is overlooked that 
will help to produce sales. A supply 
of the fireless cooker recipe books, 
with their artistic color plates are 
secured from the company putting 
out the cooker, and are at hand ready 
for distribution among the interested 


sage 
A Lifelong Joy- 
The ERIEZ Range 


This stove has such large ovens 
and is so perfectly constructed that 
me. foods cook evenly and thoroughly. 
ms It is so Landsomely built that it 
AB is an ornament to any kitehen and 
will last a lifetime, 








Only 10° Cash required on our 
easy payment plan. 
See us about your old stove. 








Fireless Cooking 


Secrets 
This is the stove that is ideal for the 
busy housewife, as it will bake, broil, 
stew, roast and boil and will save hours 
of time. 
Foods prepared in the morning may 


be taken piping hot Trom the cooker at 
night and served 


Come in and see how it is done. 


Bunting’s Weekly 
Specials 





- 15 Towel Bars, 24-im., special. . » 8% 
1c Toilet Paper ‘Holder. conse Ae 





1) Tin Fruit Cans 


” 7h Large shipment just received, 
$1.00 


Heat the Bath Room 


No dirt, no 


Ni odor, cheaper than coal. Easily —_ . » 
attached to any gas fixture. Ideal for use in a 
bathroom, $1.25 to $2.00. 
cauTilitigatauduime 


paths. th 
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Tying up cookers with ranges 


housewives who come in to view the 
demonstration. 

These books show how meats, 
pastries, desserts, vegetables, in fact, 
every dish that can be prepared with 
an ordinary kitchen range, can be 
cooked to perfection in the fireless 
cooker. The demonstrator shows 
that all these statements are true and 
illustrates by lifting big, juicy roasts 
out of the cooker, the appetizing 
odors of which win every time. She 
backs up every statement that she 
makes by a practical demonstration. 
She stands talking to the customers 
while the foods are cooking. If she 
were in a kitchen preparing a meal 


r 
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An aluminum window can be used at this time of the year 


over the kitchen range she would be 
lifting a cover to see if there was 
enough water in the pot, opening the 
oven door to turn or baste the roast 
or possibly taking a cake from the 
oven, perhaps stopping to scrape a 
bit of scorch from the edge or bot- 
tom, especially if she has been -talk- 
ing instead of watching, then hurry- 
ing to the stove to prepare the boiled 


HARDWARE AGE 


frosting to decorate the cake. Oh, a 
demonstration in the kitchen with a 
kitchen range would be an entirely 
different thing. There would be no 
time to talk for a perfectly good din- 
ner might be reduced to ashes, if the 
watching did not continue pretty 
carefully. 

One thing in particular that wins 
the women is the simplicity of the 





with great results 


thing. Women are ingenuous, if they 
could not afford a fireless cooker and 
found that a box carefully covered, 
padded and tightly closed made them 
a fairly good fireless cooker, they 
would not hesitate to rig up one, but 
if they thought there were any com- 
plexities about a fireless cooker, the 
majority would not be interested, but 
(Continued on page 122 


This women’s window is both instructive and attractive 








Bargain Basements for Hardware Stores 


Using the Extra Space and Adding to the Cash Register 
Totals—How the Churchill Co., Galesburg, Ill, Got 
to Walk Down One Flight of Stairs 


the Customers 


ment store sets many a fine ex- 

ample for other merchants. It 
gave birth to the basement idea, and 
the infant has proved a lusty one that 
has grown to stalwart and vigorous 
youth. Always alert to good things, 
many hardware stores have adopted 
the basement idea with splendid suc- 
cess. 

It is possible and practical to sell 
goods for less money in a basement 
than on a first floor. Rent charges 
cannot be as great per square foot for 
these submerged stores. Of course, 
the room might be used for storage, 
but wise planning will make it pos- 
sible to utilize much of this space for 
showing and selling goods. 

The Churchill Hardware Co., 
Galesburg, IIl., has a jim-dandy base- 
ment. It is 60 feet x 136 feet, tak- 
ing in the underground room of the 
adjoining store as well as of the 
Churchill store proper. This depart- 
ment is one of the best money getters 


Sim what you will, the big depart- 


and money makers in the store. It is 
used to show granite ware in white, 
blue and gray aluminum ware, bath- 
room fixtures, glass cooking dishes, 
churns, polishes, toilet paper, soaps, 
etc. One-half of it is given over to 
dishes and crockery, glassware, fancy 
casseroles, baskets, lunch baskets and 
buckets and vacuum bottles. 

Table dishes were put in the store 
a year ago. Records show the stock 
has been turned three and one-half 
times and the gross profit is 100 per 
cent. “We are too young at this fea- 
ture of the business to venture an 
opinion like a veteran, but our one 
year’s trial convinces us that dishes 
and crockery fit fine in a hardware 
store and are a sure revenue pro- 
ducer,” said Mr. Churchill. 

“What is the breakage loss?” he 
was asked. 


Adding a Breakage Charge 


“Well, there is no real loss through 
breakage,” he explained, “for we add 


10 per cent to cover this feature. 
Actually that is much more than we 
need to add, but with such a charge 
we get an additional profit.” 

The stock arrangement commends 
itself. Goods are displayed on double 
and triple-deck tables as well as flat- 
top tables. Underneath these tables 
is the reserve stock, handy to get 
at and much of it already wrapped 
up. This saves time when a sale is 
made and in fragile ware assures its 
being wrapped in a manner that 
saves breakage. 

Notice that the higher decks are 
at the extreme end of the basement. 
This permits the customer to see the 
line he or she is interested in as soon 
as they step into the department. The 
idea of having customers wait on 
themselves is carried out throughout 
the store and by having all lines visi- 
ble from any point in the store the 
customer finds the things in which 
he is interested without delay. 

You can put a lot of things in a 

















There are big profits in crockery, especially in the hardware store 
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In this department the goods get the immediate attention of the shopper because they are well displayed 


basket and the Churchill store has 
found that you can put a nifty net 
profit in them. The basket stock in 
this store is turned twelve times each 
year. Think of it—12 times! Mar- 
ket baskets, plain baskets, fancy bas- 
kets, picnic baskets, hampers, all of 
them are found in the Galesburg 
store, and every month sees a new 
stock. Profit—well, it is fully up to 
the average of hardware items, and 
with a turnover every thirty days 
the net revenue is “a daisy.” 
Start a Bargain Basement 

To put over the basement idea a 
little extra push is needed. Folks are 
shy of stairs and elevators, but the 
lure of economy will win them every 
time. Stress savings and the re- 
sponse will be sure and big. The 


demonstration idea is a good magnet 
for basements. In the Churchill store 
each week—under normal conditions 
—sees a demonstration of some item. 
Usually it is an aluminum dish. A 
special purchase of 150 dishes of two 
numbers is made. They are offered 
at an alluring price. There are only 
enough for this special sales effort 
and the items are not regular stock 
and cannot be had at any other time. 
Crowds come to see and stay to buy. 
And a basement is the sweetest 
place in the world to move dead stock. 
Put the goods on.a table, make the 
price right and clean-ups are certain 
for the basement shopper is a bar- 
gain hunter and jumps quick at a 
bargain and devours it with relish 
—always coming back for more. 


A Follow-Up System for Past Due Accounts 


It is almost a physical impossibility 
to conduct the retail hardware business 
on a credit basis, unless the merchant 
adopts some practical system of fol- 
lowing up his past due accounts. Since 
the handling of credit accounts is one 
of the retailer’s most serious problems, 
special attention should be given to any 
system which makes the handling of 
credit safe and practical. A Western 
merchant has practically eliminated 
losses from his credit sales through the 
establishment of a system of follow-up 
on all overdue accounts. 

Every month when the statements are 
made out all of the accounts which are 
overdue are posted directly from the 
ledger onto cards, especially prepared 


for the purpose. These cards provide 
for the name of the debtor, his address, 
remarks about the account and the num- 
ber of the card. Below this is a regu- 
lar ruled form for the enumeration of 
various items such as the date, folio, 
debits, credits, balance, time statement 
was mailed, and general remarks. The 
cards are then used as a basis for 
special letters and personal calls as the 
occasion seems to demand. 

It is an absolute fact that most of 
the losses on credit accounts are not 
due to dishonesty, but rather to a weak- 
ness in people which makes them avoid 
payments as long as ‘it is possible to 
do so. When they are properly ap- 
proached they generally settle the ac- 


count and instead of taking their trade 
elsewhere become in reality better cus- 
tomers. When a system of this kind is 
used, the follow-up should be very care- 
fully worded and when making per- 
sonal calls the merchant should attempt 
to obtain his money so far as possible 
without offending the customer. When 
this is done properly it is very seldom 
that the store loses a customer and it 
is still more seldom that,money is lost 
on credit, particularly if credits are 
granted only after careful investigation 
and on a business basis. If you are 
going to play banker, then adopt bank- 
ing methods. Grant credit just as a 
banker would grant you credit, and 
collect when due, just as the banker 
collects fromi you. The follow-up sys- 
tem mentioned will help to keep you on 
the right track. 


More Building for Philadelphia 


Philadelphia builders have gone on 
record as favoring action looking 
toward the reduction of costs in the 
building industry. Eighteen major divi- 
sions of the building industry have 
passed resolutions calling upon build- 
ers to readjust pay schedules in order 
that employment may be given hun- 
dreds of men now out of work. 


The Stanley Works, New Britain, 
Conn., will open three new offices on 
the Pacific Coast, Jan. 1, 1921. S. V. 
Armstrong will be district sales man- 
ager in charge of the office at San Fran- 
cisco, Cal. L. M. Knouse will have sim- 
ilar duties at Los Angeles, and Bruce 
Findlay will be in charge of the branch 
at Seattle, Wash. 





























The Moving Lathe That Attracted a Mob of Curious 
People in Downtown New York and How It Brought 
Business to Another Store—The Friendly Firm 


St. Vitus and the Great God Jazz are 
now our patron saints, 

While Speed and Hurry fill the subways 
with ungodly taints. 

Electric signs attract no eyes unless 
they move and flash, 

For all New York’s infected with dis- 
ease that’s known as “dash.” 


O, it’s dash into the subway and dash 
into a seat, 

And dash out in the crowd again and 
knock ’em off their feet. ‘ 

While things in plate glass windows now 
that do not move about 

Are hardly worth a powder blast to 
blow the window out. 


YOUNG Greek carrying an 
. awkward, canvas - covered 


bundle upon his left shoulder, 
wended his way uptown through the 
crowd that moves like flitting 
shadows from dawn to dusk along the 
winding length of Lafayette Street. 
Apparently thinking of nothing ex- 
cept the weight of the bundle upon 
his shoulder, he passed the Tombs, 
with its high stone walls and iron- 
barred windows which, seen through 
the haze of the gray sea fog, looked 
like an old medieval castle with its 
turrets and battlements and towers 
frowning, even as the Bastile may 
once have frowned, upon pedestrians 
that hurried past its outer walls upon 
the streets below. 

Automobiles and heavy trucks 
raced dangerously up and down the 
street but the young Greek with the 
mysterious bundle gave them little 
attention. He trudged stolidly on- 


ward with apparent unconcern about 
his surroundings. But when passing 
107 Lafayette Street he saw by 
merest chance from the corner of his 
right eye something move. Turning 
his head, he looked into a store win- 
dow and then went toward it with 
awakened interest. He stood for a 
minute in front of the display in 
rapt attention. And then with 
marked deliberation he set down his 
bundle and gazed with critical eyes 
at the things that moved and vibrated 
behind the pane of glass. 

Now, it is a well-known fact that 
New Yorkers are notoriously curious. 
It may be possible that many of them 
are direct descendants of Lot, whose 
wife is said to have been changed into 
a pillar of salt because of feminine 
curiosity, or perhaps some of them 
are related by intermarriage or indi- 
rect descent with the famous charac- 
ter in mythology who could not fore- 
bare glancing backward at his wife 
when rescuing her from the domain 
of Pluto. Be that as it may, it hap- 
pened a long time ago, and to-day 
New Yorkers cherish the reputation 
for being the most inquisitive mor- 
tals upon the face of the earth. 


The Crowd in Front of the Window 


So it happened before the young 
Greek had stood five minutes before 
the window in front of 107 Lafay- 
ette Street fully twenty men and 
boys were gazing with unfeigned 
curiosity at the moving wheels and 
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pulleys that were attached to lathes 
and grinders and drills operating in 
the window. What these men and 
boys saw was a novel and attractive 
display of special tools in the show 
window of the New York office of 
the Goodell-Pratt Co. 

It was as convincing a demonstra- 
tion as could possibly be found any- 
where of the effectiveness and value 
of putting something in a display 
window that moves. Although a 
matter primarily within the sphere 
of the psychologist we venture the 
opinion that it is one of the outstand- 
ing characteristics of the present 
generation, especially in America, to 
worship at the shrine of the great 
god that rules the many and manifold 
Things That Move with speed and 
energy. St. Vitus and the Great God 
Jazz have now become our patron 
saints according to the observing 
critics. The importance of giving 
people what they want, that is to say 
giving them something that moves 
so that they can either watch it or 
play with it, is a matter of broad 
magnitude to window trimmers, and 
salesmen generally, whose object is 
to appeal to the roving eye of the 
heedless throng. 

But we have wandered far from 
the point of our story which is how 
this window display of Goodell-Pratt 
Co. on Lafayette Street increased 
the sales of a hardware firm at 257 
Canal Street, “owned and operated,” 
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as they say, by the two brothers J. 
and C. Ernst. 

Shortly after the display was ar- 
ranged in the window on Lafayette 
Street, J. & C. Ernst put a complete 
lathe outfit in their own window. 
Now it has been estimated by author- 
ities that fully 10,000 people pass the 
Ernst hardware window every week 
day. The reason for this is because 
the Canal Street subway station is 
at their door. 


$1,000 from One Window 


Since they have shown the lathe 
outfit in their window the Ernst 
brothers have sold more than $1,000 
worth of lathe accessories alone. 
Manual training in the public schools 
has done a great deal toward helping 
stimulate interest in tools and ma- 
chinery of all kinds, and the Ernst 
brothers are laying the foundation of 
a prosperous and interesting business 
future by attracting to their store 
boys of all ages who will develop into 
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very profitable customers as the years 
increase in number. 

The basic business policy of the 
Ernst brothers is easily told. It is 
to make a friend of every customer. 
They work on the principle that peo- 
ple want quick and efficient service 
and they are at present engaged in 
the arduous work of renovating the 
inside of their store, replacing old 
fixtures with new and old brackets 
with modern panels, cabinets and 
shelves. The outside of the store is 
deceptive. But it is worth going in- 
side and getting acquainted with the 
Ernst brothers. 

Many people are under the impres- 
sion that only mechanics are inter- 
ested in lathes and special tools. The 
Ernst brothers have had an entirely 
different experience. They have sold 
lathe parts to school boys, bankers, 
lawyers and women. There are many 
professional men with a mechanical 
turn of mind who have hobbys that 
lead them to the purchase of lath2 
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outfits for their workshops at home. 
We regret that we cannot give names 
and addresses to substantiate this, 
but if anybody doubts our accuracy 
upon this point they have only to 
write or visit the Ernst brothers to 
be convinced. 

There are many things of interest 
about the way the Ernst brothers 
conduct their business, and we may 
have occasion to speak of them again 
through these pages, particularly 
about their open-hearted friendliness. 
But we are limited to space and can 
only say by way of conclusion that 
the most unusual and difficult things 
can be sold if ingenuity is sprinkled 
in the display window and a bond of 
co-operation established between cus- 
tomer and dealer. Incidentally the 
Greek we mentioned bought a foot 
lathe a week or so after he saw the 
display in the Goodell-Pratt window. 
He was referred to his local dealer by 
the Goodell-Pratt office, which is an 
action that speaks for itself. 

















Not hard to display tools and mill supplies if you will but try 
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Milking Machines and Separators Bring in Customers 
That Are Always in the Market for All Sorts of © 
Appliances for the Farm—New Goods for Old 


6é HEN I first engaged in the 
\ \ hardware business I sup- 
plied farmers with milk 
pans of various sizes and an occa- 
sional milk pail,” explained a dealer. 
“To-day I am equipping dairymen 
with cream separators, milking ma- 
chines and modern barn equipment. 
Dairy equipment is in demand by 
farmers because they greatly in- 
crease their profits through the use 
of mechanical milkers and cream sep- 
arators, and by installing modern 
barn equipment eliminate unneces- 
sary work and keep the premises san- 
itary. 

“To-day the dairy cow is regarded 
as a machine for turning feed into 
milk. Formerly it was the custom 
to care for dairy cows in a haphazard 
way. The present tendency is to 
feed the animals intelligently, quar- 
ter them in sanitary barns, and to 
handle dairy products in the most 
advanced way. The growing interest 
in dairying awakens a proportionate 
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increase in the demand for barn 
equipment, separators and’ machine 
milkers. It is encouraging to note 
that most farming regions are 
adapted for dairying, and that thou- 
sands of recruits are joining the 
army of workers who supply the de- 
mand for dairy products. 

“Modern equipment makes money 
for dairymen in different ways. I 
note that farmers who have their 
barns equipped with steel stalls, com- 
fortable stanchions and feed and lit- 
ter carriers not only maintain the 
health of their cows, but are able to 
produce sanitary milk. I consider 
modern stalls, stanchions, feed and 
litter carriers a necessity in the 
dairy barn, and make an effort to in- 
terest all dairymen in my territory 
in the equipment. 


The Cow’s Modern Home 


“T sell steel stalls and stanchions 
to farmers who are erecting new 
barns, and to those who are remodel- 
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ing old structures. I sell steel stalls 
and stanchions by pointing out their 
superior features. Obsolete wooden 
stalls, for example, have little to 
recommend them. They accumulate 
filth, break occasionally and are a 
nuisance in different ways. Steel 
stalls, on the other hand, will last in- 
definitely. They offer no opportunity 
for disease germs to breed. They 
are inexpensive, considering the 
service they give. Obsolete stanch- 
ions are uncomfortable. Occasion- 
ally a valuable cow is injured because 
of a defective stanchion. I find it 
easy to awaken interest in steel 
stanchions, and in wood-lined steel 
stanchions, by showing their su- 
perior features. The up-to-date 
dairyman demands comfortable 
stanchions which will hold his cows 
securely, and at the same time offer 
them an opportunity to eat, drink 
and lie down. 

“The man who invests in modern 
stalls and stanchions is interested in 
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special steel pens for calves, the bull 
and for the use of sick or calving 
cows. 

“TI advise the man who is selecting 
barn equipment to include feed and 
litter carriers, so the work of feed- 
ing the cows and removing refuse 
from the stalls is lessened. Farmers 
agree that feed and litter carriers 
are indispensable equipment. The 
way to sell feed and litter carriers is 
to show farmers the great service 
they will receive from the devices. 
Feed carriers are of especial value 
wherever silage is fed. They facili- 
tate the feeding of mixed rations. 
They permit all the cows in_a’herd 
to be fed at the right time, and save 
hours of hard work. 

“Customers who have purchased 
litter carriers inform me that they 
find it easy to keep their barns clean 
since installing this equipment. I 
use their testimonials for awakening 
the interest of other farmers in litter 
carriers. 


One Sale Makes Another 


“The first essential in selling barn 
equipment is to advertise such items 
as stalls, stanchions and feed carriers. 
After supplying a few farmers in a 
neighborhood with modern equip- 
ment, it is not difficult to make addi- 
tional sales, as the equipment, when 
in use, offers the strongest kind of 
an appeal to farmers.” . 

Various factors have favorably in- 
fluenced the demand for mechanical 
milkers. Shortage of competent help, 
the need of removing milk from cows’ 
udders in a sanitary way, satisfac- 
tory service offered by modern milk- 
ing machines, etc., have played an 
important part in increasing the de- 
mand for milking machines. During 
its experimental stage the milking 
machine was not looked on with favor 
by the average farmer. He consid- 
ered it a fad. After machine milk- 
ing was a proven success, many sup- 
posed that the machines were suited 
only for use on farms where large 
numbers of cows were milked. To- 
day the machine milker is regarded 
as a practical machine by the ma- 
jority of well-informed farmers. Ex- 
periments have proven machine milk- 
ing is profitable for small and me- 
dium-sized, as well as for large herds. 
Naturally the demand for machine 
milkers is increasing; farmer after 
farmer is adding this necessary ma- 
chine to his equipment. 

Expert assistance is not required 
for operating a milking machine; 
numerous farmers are handling the 
machines successfully. Cows do not 
slacken milk production when milked 
with a machine milker. The mechan- 
ical milker, when properly cared for, 
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delivers milk in a sanitary condition. 
Throughout the country, farmers are 
discussing milking machines; me- 
chanical men for the dairy is a pop- 
ular slogan. Dealers who believe in 
striking while the iron is hot are 
pushing the sale of machine milkers. 
They are working for future trade; 
for a single milker in use often sells 
several more in the same community. 
“The main essential when se_ling 
milking machines is to get a few 
introduced among local farmers,” 
states a dealer. “Neighboring farm- 
ers will see how the machines elimi- 
nate labor and increase the owners’ 
net profits.” 


Machine Milking Advantages 


Shortage of competent help is a 
factor which has retarded the devel- 
opment of the dairy business in many 
farming communities. Good milkers 
are scarce and difficult to hire. Many 
hired men refuse to work on farms 
where they are asked to assist with 
the milking. Facts of this nature 
are of interest to distributors of 
milking machines. Dealers compre- 
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hend the need of developing the dairy 
industry. Through personal contact 
with dairymen, they comprehend the 
difficulties which have prevented 
them from increasing their herds as 
rapidly as they had hoped. Dealers 
are doing dairymen an important 
service by showing them the advant- 
ages offered by machine milking. 
During coming months additional 
dealers will decide to assist in the 
good work by distributing milk- 
ing machines. The modern machine 
milker can be counted on to give 
satisfactory service, when placed 
with a careful farmer. 

A small leak will sink a great ship, 
and a moderate waste of butter fat 
will absorb a dairyman’s profits. 
This is why dealers are specializing 
on the sale of close-skimming separa- 
tors. “I handle a make of cream sep- 
arator which reduces the loss of 
butter fat to a minimum,” states a 
dealer. ‘The present demand is for 
quality separators. Obsolete ma- 
chines are being junked to make room 
for close-skimming machines. 

(Continued on page 122) 




















Brooders and incubators as well 





as milkers are in season 











Death Calls William P. Bogardus 


The Pioneer of the Hardware Association Movement 
Passes Away at His Home in Mount Vernon, Ohio 


gardus, Mount Vernon, Ohio, the 

hardware fraternity has lost one 
of its best known and best loved 
members. Gentle and kindly, deeply 
religious, a conservative, yet fearless 
leader, W. P. Bogardus has been an 
outstanding figure in the hardware 
conventions of the United States 
since, the National Association was 
first organized. No man was better 
known in hardware circles; none was 
more respected; none was more 
loved; none will be more mourned. 

Death came suddenly to this pio- 
neer of hardware on Sunday, Dec. 
26th, at his home in Mount Vernon, 
and closely followed the death of his 
belowed wife, which occurred Dec. 
4th. 

William Penn Bogardus was born 
in Huntsville, Pa., in 1841 and moved 
to Ohio in his boyhood. He attended 
school in Oberlin, leaving in 1863 to 
volunteer his services to the Union 
forces in the Civil War. He served 
first in the Union Light Guards, a 
company of cavalry which went from 
Ohio to act as a bodyguard to Presi- 
dent Lincoln. Later he was a lieuten- 
ant in Company E, 24th Infantry, 
serving until mustered out at the 
close of the war. 

In 1870 Mr. Bogardus moved to 
Mount Vernon as an agent for the 
United States Express Company, and 
soon after established the hardware 
firm of Bogardus & Co. in which he 
continued for 47 years. In 1871 he 
was married to Miss Elizabeth B. 
Sperry, and to the couple seven chil- 
dren were born, six of whom sur- 
vive him. 

When the Association movement 
started back in the nineties, W. P. 
Bogardus became one of the most de- 
voted advocates, and at the fourth 
annual meeting of the National Hard- 
ware Association, held in Chicago in 
1903, he was unanimously elected its 
president. At the 1904 meeting he 
was re-elected, and again received 
the honor in 1905. With this excep- 
tion, no president of that Association 
has been accorded more than one 
term of office. 


His Presidential Record 


iP the death of William Penn Bo- 


The years of his tenure of office 
were important ones, and he left an 
enviable record as a presiding officer. 
His grasp of association problems 

















William P. Bogardus 


was thorough, and he kept constantly 
in touch with every phase of associa- 
tion activity. It was during his sec- 
ond year as president that the whole- 
sale and retail joint committee was 
organized. 


Throughout his life he continued 
to maintain an active interest in the 
association of his choice, and seldom, 
if ever, missed a National Conven- 
tion. His opening prayers have 
served as an inspiration to practi- 
cally every National deliberation in 
retail hardware association circles. 


In Mount Vernon he took great in- 
terest in all community problems. 
He was an active member of the 
Presbyterian Church and Sunday- 
school, and for years served on the 
Board of Education and the City 
Council. For several terms he acted 
as president of those bodies. He was 
a charter member of the Ohio Retail 
Hardware Association and main- 
tained his interest in that body to the 
end. 

At the, time of his death he was a 
director in the New Knox National 
Bank, vice-president and a director 
of the Mount Vernon Telephone Com- 
pany, and vice-president, as well as 
director of the Hardware Mutual 
Fire Insurance Company, Hunting- 
don, Pa. 


He was a member of the Board of 
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Elders of the Presbyterian Church, 
of the G. A. R., the Loyal Legion, the 
I. O. O. F., the Mt. Zion Masonic 
Lodge and the Mount Vernon Cham- 
ber of Commerce. 

William Penn Bogardus has left 
behind him a monument of memory 
in the hearts of his hardware asso- 
ciates, whose proudest boast may 
well be 

He was my Friend. 


TRADE NOTES 


Rice & Miller Co., Bangor, Me., 
has sold the Oldtown Hardware Co., 
Oldtown, Me., to N. Schiro, Boston. 
Miss Mary A. Young and Edward Le- 
mieux, who have been associated with 
the Oldtown Hardware Co. for some 
time, will remain with Mr. Schiro. 


The retail hardware business of Wal- 
ter L. Whitaker, Somersworth, N. H., 
has been taken over by Virgil P. Her- 
sey & Co., Wolfboro, N. H.; Carol F. 
and Iving Hersey, sons of Mr. Hersey, 
will be associated with him in the busi- 
ness. 





Charles E. Roberts, manager, E. P. 
Sanderson Co., Cambridge, Mass., 
heavy .hardware, died recently, while 
on his way from his home in Roslindale 
to the Cambridge plant, aged 68 years. 
Mr. Roberts is survived by a wife and 
three sons. 


The Boston hardware house, Decatur 
& Hopkins, gave its inside and outside 
salesmen, and the heads of depart- 
ments, a complimentary dinner at 
Youngs Hotel on Dec. 30. Austin H. 
Decatur presided, but owing to a severe 
cold turned over the duties of toast- 
master to J. H. Jones, manager of the 
cutlery department. Approximately 
fifty attended the dinner. 





The Niagara Metal Stamping Corpo- 
ration assumed control on Jan. 1 of the 
plant and business of the Niagara Falls 
Metal Stamping Works, Niagara Falls, 
N. Y., manufacturers of hardware 
specialties. Charles R. Robinson, for- 
merly vice-president of the Lackawanna 
Steel Co., is president of the new con- 
cern. Eliot Armstrong, who was as- 
sociated with Mr. Robinson in the steel 
business, is vice-president. The policies 
and production of the old company, it 
is said, will be maintained and extended 
in the interest of present and prospec- 
tive customers. 





Eliminating the Guess in Buying Stock 


A Simple Idea That Will Make Better Buyers of 
Merchants and Will Do Away with the Embarrass- 


ing Admission That You Haven’t Some 


ACK in that little village where 
B I enjoyed my first pair of 

skates and endured my first 
Sunday school teacher was a mer- 
chant who was a character. He had 
many methods in his store that were 
strangely ludicrous. This is the way 
he took inventory: 

He would equip himself with proper 
pencil and pad, and, strolling to the 
front of the store, he would survey 
the gingham stock and write down 
the word gingham. Then he would 
let his eye carefully rove over the 
shelves and say: “Well, there must 
be about $25 worth there,” and set 
down the figures. Looking at the 
higher shelves where the rolls of 
toweling were he would, with the air 
of profound thought, scan the shelves 
and determine ‘‘there must be about 
$42 worth there,” and set down the 
amount. 

Naturally, it didn’t take him long 
to inventory—never so much as a half 
day. Of course, he didn’t have to 
figure out an excess profit tax. 
There were no such troubles in those 
days. But he probably wouldn’t have 
been bothered with handing much 
money over to the Government if he 
were in business now. Such mer- 


chants do not pile up excess profit’ 


taxes. They have tough scratching 
piling up any profits, to say naught of 
excess earnings. 

There is more than one retailer 
who does things almost as carelessly 
as taking inventory “by guess and by 
gosh!” rather than by measure. Con- 
sider the usual way of ordering 
goods. Isn’t it a game of guessing? 
The traveler asks you how many saws 
you want and you say: “Well, I 
guess I’ll take three of those,” and 
he wants to know how many files you 
need, and you reply that you guess 
four dozen will do. 


The Figures Don’t Lie 


Suppose you knew how many of 
that number of saws you had sold in 
the past month, wouldn’t you have a 
mighty clear idea of how many you 
needed for the next month? Sup- 
pose you could look at some record 
and see that your customers had 
used three dozen of that type of files 
in two weeks’ time, wouldn’t you 
have a much clearer idea of how 
many to order? 


What merchant wouldn’t give a 
nice sum to make himself a better 
buyer. What merchant would be- 
grudge hours and effort to avoid the 
pitfalls of buying badly. And he 
can. A little time can save a lot of 
money. It might not and probably 
would not pay for all departments 
and all stocks, but in many depart- 
ments stock records should be kept. 
The illustration shows what the rec- 
ord keeps before your eyes. To start 
such a system, simply have the forms 
printed and take inventory of the 
stocks that you are going to keep 
closer check on. ‘When goods come in 
check from your invoices to this rec- 
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ord under the heading “Received.” 
When you have already placed orders 
enter the quantity under “on order,” 
and you constantly know the condi- 
tion of your stock. 

Then when the traveler comes in 
and you are making up your order, 
ask him to wait a few minutes until 
your salespeople can take stock on 
the items you seem to be low on. In 
a very short time they will put be- 
fore you the actual condition of your 
stock. You can see how many saws, 
files, drills, hammers or what not you 
have sold during a given period. And 
that will be a safe guide as to how 

(Continued on page 122) 








The handy sheet that tells at a glance how the stock stands 
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Show Card Writing for the Beginner 








to zero, shown herewith, are 
the best and easiest to make 
for large size price tickets such as the 


aT HE Roman numerals from one 


ones illustrating this article. They 
are called one-eighth sheets and 
measure 7xll inches. In other 


words eight cards measuring 7x11 in. 
may be cut from a full sheet of card- 
board which comes 22x28 inches. 


These numerals were first outlined - 


with a number ten Red Sable show 
card brush and then filled in with the 
same brush. Each stroke was made 
in the direction which the arrows 
point and in rotation according to the 
numbers indicating how many 
strokes necessary to complete each 
letter. 

The figure 2 requires just six 
strokes to outline (the filling-in pro- 


Here is the “mask” for reference 
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cess is only a matter of carefully 
keeping inside the outline). The 
little cross-mark at the tail of each 
arrow denotes where each stroke be- 
gins, and the “breaks” at different in- 
tervals shows where the brush was 
removed and a backward stroke was 
taken, like at the bottom of the figure 
3. The strokes seven and nine are 
both backward strokes which should 
meet the other strokes six and four. 
The zero shows the method of filling 
in which is accomplished by begin- 
ning at the widest part of each nu- 
meral and gradually working toward 
the narrowest part. 


Just Like Holding a Pen 


In making these outlines (which 
should first be roughly sketched out 
in pencil) the brush should be held 
between the thumb and first two fing- 
ers in precisely the same manner you 
would hold a pen handle, keeping the 
fingers well down on handle of brush 
so as to touch the ferrule. In this po- 


. sition the beginner will be much bet- 


ter able to control the hand from 
shaking and make a longer and 
sweeping stroke. It is not necessary 
to move the body or twist the arm in 
awkward positions in making any of 
the strokes. It is all done by twisting 
the handle of brush by rolling it be- 
tween the three fingers mentioned. 
Take the numeral five, for instance, 
which requires ten strokes to com- 
plete and is considered to be the easi- 
est and most graceful of all. The first 
stroke which begins at the top line is 
a short downward stroke and stops 
about mid-way, the second stroke ex- 
tends equally as far. The third 


stroke at the top follows the guide 
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line and is about the same length as 
stroke number one. The fourth 
stroke is a curved stroke the same 
length as number three. Five is a 
short slanting stroke and finishes off 
the top of numeral. Stroke six is a 
long crescent sweep which extends 
nearly to the bottom guide line. 
Stroke seven is a much shorter stroke 
but should follow the same sweep of 
number six. The widest part of the 
numeral five at bottom should be the 
same width as the widest part at the 
top. Strokes 9 and 10 are backward 
strokes the same as at the bottom of 
numerals 3 and 9. As the numeral 
5 will no doubt be used more than 
any other it is well for the beginner 
to practice on this number. 

The beginner will find it much 
more interesting and will make better 
headway by practising these numer- 
als in pairs, say for instance, 25c, 
98c, 55c, ete. 

After the beginner becomes more 
proficient through practice he will be 
able to make these numerals with 
solid single brush strokes, the thin 
part of each numeral the exact width 
of the brush stroke and the thick 
part the width of two brush strokes. 
This, however, is not as easy as the 
outlining and filling-in process and 
should not be attempted by the novice 
until he is more or less sure of his 
brush strokes. 


Price Card Sizes 


For the benefit of those who are 
not familiar with the different stand- 
ard size price tickets the following 
sizes are given, also the quantity of 
each size which may be cut from a 


Coffee 
Percolator 
$790 


- 


A convenient size and an easy letter 
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Aluminum 


_ Ware 
Special 


$ 
e Set. 


Emphasize the price with larger figures 


full sheet of cardboard which mea- 
sures 22x28 inches: 


8 Price tickets, size 7 x11 in. 
16 “ 2 “5144 x7 in. 
32 OC ‘a “ 314 x 5% in. 
64 “ ss “ 2%, x 3% in. 

mam | - “ 1%, x 2% in. 
256 “ “ 13% x 1% in. 


With these six different sizes which 
may be written either upright or 
landscape there is no necessity of 
cutting odd sizes which would only 
leave waste to be thrown away. 

January has always been consid- 
ered as the big sale month and a well- 
ticketed window will act as a silent 
salesman and more than pay for the 
effort it took to produce it. 

The laying out of price tickets is 
one of the most important details and 
it is always advisable to allow plenty 
of white space around the ticket and 
not to crowd the wording or price; 
neither should it be spread too far. 
The most practical way to lay out a 
price ticket is to measure off an 
equal distance with the eye around 


Carving 
Sets” 


Most Popular 
Styles 


yi 


A graceful ‘letter 
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the margin of the ticket and try to 
keep all lettering well within this 
marginal line, try to have the letters 
look the same distance apart, and 
even spaces between all lines. If the 
beginner finds that he can not write 
as many words in a line as he wishes 
to it is much better to carry over a 
word and make the lines smaller than 
to crowd too many words on one 
line. 

The lettering on the price tickets is 
called modern show card Roman 
and was executed with the same size 
brush as the numerals. However al 
most any kind or type of lettering 
looks well when used in connection 
with this type of numerals. Price 
cards of this character look best when 
done in black and white without any 
fancy shading or border lining. 

If a dozen or more are required, the 
beginner will save time by making a 
cut-out or ‘‘mask” like the one shown 


ynbea™ 
Oil 
Heaters 


‘8 


This lettering is not difficult 


here. The black spaces should be 
cut out with a sharp pointed pen 
knife. The blank cards may then be 
ruled all alike from the mask. This 
method will save the bother or ruling 
out and measuring off each card. 
The white spaces between the cut- 
out open spaces may be used for 
larger size lettering. All the price 
cards in this article were ruled from 
one mask. 


Internal Revenue New Ruling 


The Committee on Appeals and Re- 
view of the Bureau of Internal Revenue 
having given careful consideration to 
a request from the income tax unit that 
a former ruling regarding inventory 
valuations be reconsidered, now reports 
that it is not believed many taxpayers 
took advantage of the option as to bases 
of valuation which they had in making 
their 1917 returns, partly because mar- 
ket was above cost:in many lines, and 
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Illuminated Dial 
Alarm 


Clocks 


Specially Priced 


25 


Five lines but still not crowded 


partly because knowledge of that au- 
thorization did not reach the public 
generally in time to be utilized. With 
regard to returns under the Act of 
1918, it is also believed that in many 
lines of industry market was above cost 
and inventories then were consequently 
priced at cost. The committee has 
reached the conclusion that since in so 
many instances the taxpayer has had 
no real election as between basis A, 
cost, and basis B, cost or market, which- 
ever is lower, but has been forced to 
take his inventory on either basis at 
cost, since cost was lower than market, 
therefore, the taxpayer, who, for this 
reason, has prior to this year had no 
real election, but who now desires to 
change to the basis of cost or market, 
whichever is lower, should be permitted 
to do so. The committee recommends 
that where it can be shown that market 
at the close of 1918 and 1919 was above 
cost the taxpayer may now elect to take 
his inventory upon a cost or market 
basis. Presumably, formal application 
to the Commissioner of Internal Reve- 
nue by taxpayers who desire to take 
advantage of this decision should be 
made in each instance. 


Shaving 
Stands 


= 


This card will stand out well 








Coming Hardware Conventions 


SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 


Texas HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
1808 Main Street, Dallas. 

PacirFic NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL VEHICLE AND HARD- 
WARE ASSOCIATION CONVENTION, Kan- 


sas City, Jan. 18, 19, 20, 1921. H. J. 
Hodge, secretary, Abilene, Kan. 
Missouri ReTAIL HARDWARE ASSO- 


CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE AND 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Jan. 25, 26, 27, 28, 
1921. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EYHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 1, 2, 3, 4, 1921. Headquar- 
ters will be at the Rome Hotel and Ex- 
hibition at the Auditorium. George H. 
Dietz, secretary-treasurer, 202 Hall 
Hardware Block, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadel- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9,.10, 11, 1921. W. 
B. Porch, secretary-treasurer, Okla- 
homa City. 


Im- 


NortH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9,10, 1921. C. N. Barnes, secretary, 
Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE AsSSO- 
St. 


CIATION CONVENTION, Auditorium, 
Paul, Feb. 15, 16, 17, 18, 1921. H. O. 
Roberts, secretary, Metropolitan Life 


suilding, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 28, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

IoWA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 
23, 24, 25, 1921. A.R. Sales, secretary- 
treasurer, Mason City. 


N. Y. BOOSTERS’ MEETING 


F. B. Potterton, grand counselor of 
the New Jersey and Delaware Division 
of the United Commercial Travelers of 
America, speaking before the largest at- 
tendance of the year at the annual 
luncheon of the Hardware Boosters, 
Hardware Club, New York, Dec. 28, 
announced that he can get club rooms 
for the Boosters’ organization in New 
York during the coming yedr if the 
Boosters find that their membership 
increases to such an extent that accom- 
modations can no longer be provided at 
the Hardware Club for their monthly 
meetings. 

Mr. Potterton, as the principal speak- 
er at the luncheon, sketched the develop- 
ment and work of the United Com- 
mercial Travelers since its organiza- 
tion thirty years ago last Christmas 
Day, and stated that since its forma- 
tion $10,000,000 has been paid to mem- 
bers in accident insurance and more 
than $1,000,000 distributed for bene- 
ficial and charitable work among mem- 
bers of the organization. He said that 
there are 125 lodges in session through- 
out the United States every Saturday 
night, and that the present strength of 
the United Commercial Travelers’ or- 
ganization is now more than 100,000 
bona fide traveling salesmen. 

Following the luncheon and Mr. Pot- 
terton’s address a regular meeting was 
held by the Boosters, all guests present 
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Feb. 22, 23, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life Build- 
ing, Minneapolis, Minn. 

NEw YoRK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 


25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Exposition Park. 


John B. Foley, secretary, 607-608 City 
Bank Building, Syracuse, N. Y. 


VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
25, 24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia, 
and Tennessee Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


being allowed to remain. C.K. Golden, 
chief booster, presided. The secret- 
tary, C. C. Clint, was ordered to send 
a resolution to the Metropolitan Hard- 
ware Association, declaring that the 
Boosters would do everything possible 
to contribute to the success of the 
Metropolitan hardware dinner to be 
held at the Hotel Astor, Jan. 20. A 
resolution limiting the membership of 
the Boosters’ organization to 100 was 
decisively defeated. 

Letters were read by the secretary 
from various State hardware associa- 
tions regarding the proposal of the 
3oosters that traveling salesmen be in- 
vited to take part in the State asso- 
ciation conventions. Most of the sec- 
retaries of the various State associa- 
tions expressed themselves in sympathy 
with the Boosters’ proposal. 

Plans were discussed for the Boost- 
ers’ annual smoker, to be held during 
the winter, and an attempt was made to 
organize bowling team. The next 
meeting of the Boosters will be held at 
the Hardware Club the last Saturday 
in January. 

The four new members admitted at 
the last meeting were: William A. 
Feste, George H. Fisher, John C. Haer- 
ing and A. M. Phelan. 


The Newark Auto Parts Co., 75 Mt. 
Prospect Avenue, Newark, advises that 
it is a dealer in automobile equipment 
and not a manufacturer, as previously 
stated. 





Editorial Commen 


A Case of “Nerves” 


ONFIDENCE is the pulse of business. When the pulse beat of public confidence is 
strong, business is healthy and “times are good.” When it is weak or’ erratic, it 
indicates a tendency toward panicy conditions and a business slump. 


q Yet, confidence is in itself merely the outward expression of faith. It is a creation 
of the mind and may or may not have any basis on fact. It thrives equally well on either 
truth or fiction. Its only requirement is a belief, regardless of grounds for that belief. The 
greatest single factor in producing business success or failure is but a condition of mind. 


q The fact that the pulse beat of public confidence is at present somewhat weak does 
not necessarily prove that the business body is diseased. It merely reflects a temporary 
lack of faith in ourselves, our abilities and our resources. A society physician would 
diagnose it as a case of “nerves.” 


q However, we can make the treatment for the trouble as expensive as we please. We 
can make the recovery as slow or as rapid as we will. 


q There is but one remedy—knowledge, taken three times a day until optimistic beliefs 
develop and pessimistic beliefs disappear. 


q These are the plain facts: 


In the United States we still have 105 millions of people, possessed of the same needs, 
desires, capabilities, ambitions and resources which existed when times were good. 
Nothing has been changed but a state of mind. 


q If we are to satisfy those needs, desires and ambitions we must produce and market the 
same amount of merchandise we did in-4919. All that is needed to restore conditions to 
a “Good Times” basis is the right belief and the proper action. We are hampered only by 
apprehension. 


q We have started a vicious circle of business loss through a belief that something ter- 
rible was about to happen. 


q Rumors travel faster than truth. Some one cried “Hard Times” and we have blindly fol- 
lowed the call. 


q There is a crying need for concerted action on the part of manufacturers and distribu- 
tors to build up confidence. The great selling organizations of the country should bend their 
immediate efforts to the selling of “Good Times.” Traveling salesmen should become, for the 
time being, missionaries of optimism. 


q Retail merchants must learn to sell faith in America and American business with every 
pound of nails. They must by word and example set the pace for their communities. In 
no other way can the basis of confidence be rebuilt. 


q Individually, we have been restraining our natural inclinations to purchase the things 
we need or want. This has clogged the business system. A thunder storm was needed 
to clear the air. When it came we magnified it into a cloudburst. 


q It isn’t what is in a cheap watch that makes it cheap. It’s what isn’t in it. Likewise, 


it isn’t what is back of business to-day that causes depression. It is the confidence which 
is temporarily not back of it. 
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Sales Tax Looms in Place of Excess Profits 


Congress Studies Canada’s Satisfactory Experience — Farmers’ 
Relief Tariff Bill Losing Ground—Express Combine Approved 


By W. L. CROUNSE 


WASHINGTON, Jan. 3. 


ANY minds in Congress are 
M turning to the sales tax as the 

only practicable solution of 
the big financial problem now facing 
the country. If the excess profits tax 
is to go—and as to that there appears 
to be an astonishing unanimity of 
opinion—something must be found to 
take its place upon which the Treasury 
can depend for at least a half billion a 
year and the sales tax seems to be the 
only device that promises to fill the 
bill. 

While all new taxation must be ex- 
perimental—for the experience of no 
country can be a certain guide to 
another, because of the difference in 
circumstances, habits and temperament 
of the people, and a score of other con- 
siderations—yet the advocates in Con- 
gress of a sales tax, and especially of 
the so-called turnover type of tax, are 
greatly encouraged by official reports 
from Canada concerning the success- 
ful operation of this impost in the 
Dominion. Similar taxing systems 
have been tried out with gratifying re- 
sults in France, Germany, Mexico and 
the Philippine Islands. 


How It Works in Canada 


Some time ago, Chairman Fordney 
of the Ways and Means Committee 
wrote to the Minister of Inland Reve- 
nue of Canada, an official whose job 
corresponds to that of the Commis- 
sioner of Internal Revenue in the 
United States, asking him to describe 
the working of the sales tax law in 
Canada, and to give an opinion as to 
its general desirability. Through Mr. 
Fordney’s courtesy I am able to pre- 
sent the gist of this report, which will 


be of much interest to manufacturers 
and wholesale and retail merchants, as 
follows: 

The sales tax in Canada is applicable 
on sales by manufacturers or jobbers 
or importers, and is payable on all 
goods or articles which are not spe- 
cially exempted. The sales tax is 
cumulative in effect, the rate of sales 
tax being one per cent on sales and 
deliveries by manufacturers, whole- 
salers, or jobbers, but, in respect of 
sales by manufacturers direct to re- 
tailers, or to consumers, or on importa- 
tions by a retailer or consumer, the 
tax is payable at the rate of 2 per cent. 

In order that manufacturers may 
know the proper rate of sales tax to 
collect on their sales, the Department 
of Inland Revenue has established a 
system of control by means of the issue 
of sales tax licenses, thus determining 
the status of the purchaser. 

Returns of sales taxes collected are 
submitted to the collector of Inland 
Revenue for the division in which the 
taxpayer is ‘situated. Such returns 
may be sworn before an officer of in- 
land revenue or customs, or before a 
justice of the peace or other person au- 
thorized to administer oaths. 

Sales tax returns are required to 
show only totals of sales and the 
amount of tax collected in respect 
thereto. The accuracy of returns fur- 
nished by the taxpayer is determined 
by the employment of auditors who 
make investigations into the taxpayer’s 
books and accounts. 


License System Employed 
Four classes of licenses are issued 
as follows: 
Retailer’s license: Must be obtained 
by any person, firm or corporation 
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which sells for consumption or use 
articles which are subject to the pay- 
ment of the luxury tax. 

Sales tax license: Must be obtained 
by all persons, firms or corporations 
whose sales are subject to payment of 
sales tax. 

Manufacturer’s license: Must be ob- 
tained by manufacturers of articles 
specified in section 19BB, subsection 4 
of the act. 

Jeweler’s license: Must be obtained 
by bona fide jeweler’s, including the 
jewelry branch of a department store 
whose chief business is the selling of 
jewelry by retail. 

Bona-fide jewelers are entitled, under 
the provisions of the act, to collect the 
luxury tax at the rate of 10 per cent 
on all sales, with the exception of cer- 
tain articles specially exempted, this 
tax being payable in lieu of the regu- 
lar luxury tax at the rate of 15, 20 or 
50 per cent, payable on sales of jewelry 
or articles composed of precious metals. 
The special jeweler’s license is issued, 
therefore, to enable the department to 
distinguish between jewelers who are en- 
titled to operate on the basis of 10 per 
cent turnover tax collection from con- 
cerns exposing jewelry for sale but 
whose chief business is not the selling 
of jewelry by retail. 

It is provided in the regulations that 
manufacturers, wholesaiers, and jobbers 
must show the number and character 
of sales tax license held by them. The 
two per cent tax is payable upon ma- 
terials purchased by manufacturers 
and in respect of which they are con- 
sumers, such as, for example, plant- 
equipment and other material not actu- 
ally incorporated in, or attached to, 
their finished manufactured product. 
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To control the rate of tax applying, 
as between one manufacturer and 
another, in respect of such materials, 
the second manufacturer must certify, 
on his order, that the materials being 
purchased by him are intended to be 
incorporated in, or attached to, his 
finished manufactured product. Sales 
tax licenses are not issued to bona-fide 
retailers. 

Officials Pleased with Tax 


Replying to Mr. Fordney’s request 
for a brief statement concerning the 
experience of the Bureau of Inland 
Revenue in collecting the sales tax, the 
Minister says: 

“From indications based on returns 
of collections to date, it appears that, 
unless there is a very great reduction 
in the volume of domestic trade during 
the balance of the present fiscal year, 
the total amount of collections, through 
the medium of this tax, will meet the 
expectations held by the Government 
at the imposition of this tax. 

“It has been found that the levying 
of the sales tax has caused no appre- 
ciable disturbance of markets or market 
prices; no undue enhancement of costs, 
as reflected in index figures, is dis- 
cernible. 

“Judging from the paucity of com- 
plaints and the number of commenda- 
tions expressed, the principle of the 
sales tax, being virtually a tax at the 
origin, appears to be universally ac- 
ceptable to the Canadian people. As a 
matter of fact, observations of the de- 
partment indicate that the sales tax is 
a popular innovation in the production 
of revenue. 


HARDWARE AGE 


“The initiation of so new a form of 
taxation was, as might be expected, 
attended at the outset by considerable 
difficulty, which, however, has now been 
almost entirely eliminated, owing to 
the close co-operation of the public with 
the department.” 

There can be no doubt the experience 
of Canada, which now embraces about 
a year, will greatly strengthen the 
movement in Congress to provide a 
sales tax as a substitute for the excess- 
profits tax. Several noted financiers, 
who speak with more authority than 
mere professional economists, have 
also urged the adoption of this form of 
tax. 

Opposition to Be Met 


Two influences are being exerted 
against this form of taxation, however. 
One is the opposition of the Secretary 
of the Treasury, and the other is the 
open hostility of the farmers. 

The Secertary ignores the experience 
of Canada and other countries and pre- 
dicts the tax if adopted will be evaded, 
or will cost a lot of money to collect. 
Just why he thinks American business 


men will not make honest returns he 


does not say. 

The farmers oppose the sales tax 
because they fear it will interpose a 
barrier between the producer and the 
consumer of farm products and in- 
crease their ultimate cost. The horny- 
handed sons of toil are seeking every 
possible form of protection for their 
products and don’t want a feather’s 
weight in the form of a tax or other 
impost to be placed upon anything they 
raise. 


That Farmers’ Relief Tariff Bill 


M* prediction, made a fortnight 
i ago, that the Fordney bill pro- 
viding practically prohibitory rates of 
duty on agricultural products until the 
taking effect of a comprehensive re- 
vision of the tariff to be made at the 
special session of Congress next March, 
would encounter much opposition in 
both Republican and Democratic camps, 
has been fully verified. The Democrats 
of the House were split into two fac- 
tions before the bill passed that body 
and now in the Senate both parties are 
divided. 

Even the leading party organs, Re- 
publican and Democratic, are unspar- 
ingly criticizing this ill-advised method 
of seeking to assist the farmer in his 
effort to lift himself by his bootstraps. 
The New York Herald which, in ab- 
sorbing The Sun, has become a rock- 
ribbed Republican mouthpiece, under 
the head of “Fordney’s Grotesque 
Tariff” says: 

“The Fordney emergency tariff meas- 
ure to help the farmers is a bad piece 
of legislative business. It is bad be- 
cause it fixes import duties none of 
which is reasonable and some of which 
are grotesque. It is so bad that it may 
arouse cynical suspicion that it was 
put through the House with a rush in 
the very expectation that in the Senate 
it would smash into a stone wall. 


The New York Herald is in favor 
of reasonable tariff help for the 
American farmer. It is in favor of 
well-considered protection for the 
American producer of chemicals and 
dyestuffs or for any other American 
industry that actually requires a duty 
to equalize the lower wage costs of 
foreigners with our wage costs. No 
paper is more thoroughly grounded in 
the principle of stimulation of Ameri- 
can production, whether on the farm or 
in the factory. But as between grossly 
excessive rates—rates that would re- 
sume inflation and set the nation’s con- 
sumers back on the grinding road of 
famine prices for the necessaries of 
life, and sparing our people such need- 
less tax and hardship—we say very 
frankly that this paper would be for 
no tariff at all.” 


Denounced as Vicious Legislation 


The New York Evening Post, a De- 
mocratic-Mugwump-Independent jour- 
nal, under the captain “A Vicious Tar-- 
iff Bill,” has this to say: 

“It is in strict accordance with the 
ways of politics that at a moment when 
the country must watch its financial 
step with unusual care, the first finan- 
cial measure to be pressed to pas- 
sage in either house of Congress should 
be a measure designed not to facilitate 
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the return of the country to a sound 
basis, but to relieve a single class of 
the inevitable consequences of the gen- 
eral situation. The cry of the farmers 
has reached Washington. Accordingly 
the Senate passes a bill to revive the 
War Finance Corporation ‘with the 
view of assisting in the financing of 
agricultural and other products to for- 
eign markets’ and also to give the 
Federal Reserve Board a tip ‘to per- 
mit the member banks of the Federal 
Reserve System to grant liberal exten- 
sions of credit to the farmers of the 
country upon the security of the agri- 
cultural products now held by them.’ 
The House, not to be outdone, passes 
an emergency tariff bill placing pro- 
hibitive duties upon grain, cattle, 
sheep, cotton, and wool. 

“If any class is to be singled out 
for special relief legislation it may as 
well be the farmers as any others. The 
real objection to the measures pro- 
posed is not that they constitute class 
legislation, but that instead of relieving 
the situation, they will make it worse. 
The Senate bill provides for further 
stretching of credit when it has already 
been stretched until it threatens to 
crack. The House bill opens the door 
for a return of high tariffs which will 
hurt the farmer more than those im- 
posed by the Emergency Bill will help 
him.” 

But the Fordney tariff bill has not 
yet become a law. The Senate has a 
way of holding up break-neck legisla- 
tion until the House—and the country 
—has time to cool off and take a sober 
second thought. 


Smaller Exports and Imports in 
November 


Decreased exports and imports in 
November, as compared with October 
of this year, and November of last 
year, are shown in a statement issued 
by the Bureau of Foreign and Domestic 
Commerce of the Department of Com- 
merce. 

Exports in November amounted to 
$675,000,000, against $752,000,000 for 
October, this year, and $740,000,000 in 
November, last year. For the eleven 
months ending with November, 1920, 
the exports were $7,507,000,000,, as 
compared with $7,239,000,000 for the 
corresponding period last year. 

November imports were valued at 
$321,000,000 as compared with $334,- 
000,000 for October, this year, and 
$426,000,000 for November, last year. 
For the eleven months period ending 
November of this year, the imports 
were $5,013,000,000, against $3,524,- 
000,000 during the corresponding period 
of last year. 

Imports of gold during November 
amounted to $57,000,000 and exceeded 
those of November, last year, by $54,- 
000,000, but were $60,000,000 less than 
during October of this year. Imports 
of gold during the eleven months end- 
ing November of this year were $372,- 
000,000 against $64,000,000 for the 
corresponding period of last year. 
November exports of gold were $20,- 
000,000 against $26,000,000 for Octo- 
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ber, and for the eleven months period 
the gold exports were $304,000,000 this 
year, and $322,000,000 last year. 
Imports of silver for November were 
$5,000,000 and for the eleven months 


period were $83,000,000. Silver ex- 
ports amounted to $3,000,000 during 


November and to $108,000,000 for the 
eleven months period. 

This slowing down of our foreign 
trade is in harmony with the general 
trade movement in all important domes- 
tic lines. Wise men are following a 
conservative course, and will continue 
to do so until the financial skies clear. 


Express Company Consolidation 
Approved 


After nine months devoted to the 
prayerful consideration of the subject, 
the Interstate Commerce Commission 
has handed down a formal decision ap- 
proving the consolidation of the Adams, 
American, Wells Fargo, and Southern 
Express companies into the American 
Railway Express Company. Thus all 
competition between these carriers is 
at an end and the public must rely for 
fair treatment upon the conscience of 
the new corporation and the somewhat 
limited oversight of the Interstate 
Commerce Commission. 

That the Commission will keep an 
eye on the new consolidation is indi- 
cated by the far from enthusiastic ap- 
“iagticg which it has given to the merger. 
n its decision it takes occasion to write 
into the record the claims which the 
new corporation makes as to its ability 
to give better service than its consti- 
tuent members could render. In this 
connection the Commission says: 

“Applicant urges that the service 
rendered by it, admittedly not satis- 
factory, has been and is far better than 
tould have been performed by the pre- 
decessor companies, because the uni- 
fication of their facilities under one 
management effected by the consolida- 
tion permitted better distribution of 
those facilities and rendered prac- 
ticable many economies impossible un- 
der separate operation. It is said that 
formerly each of the predecessor com- 
panies had its auota of vehicles travers- 
ing the same routes both in the pick-up 
and delivery service, carrying on many 
occasions only partial loads. The con- 
solidation enabled this equipment to be 
handled as a whole and distributed 
throughout the cities so that the vehi- 
cles were utilized more nearly to their 
capacity, besides avoiding duplication 
of service. 


How Savings Are Effected 


“It was testified that great savings 
had been accomplished by reason of 
one company’s transacting the business 
in lieu of four as formerly, through the 
elimination of duplicate wagon service, 
duplicate offices in various cities, the 
establishment of a uniform accounting 
system and the consolidation of various 
departments of express business into 
one. It is estimated that these 
methods have reduced the cost of 


operation over $13,000,000 annually be- 
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low what it would have cost former 
companies. 

“Applicant states that better service 
also results by reason of the fact that 
the consolidated company routes traffic 
via direct lines, thus reducing distance 
and time of transportation. It is said 
that with two or more companies in the 
field it was natural that those com- 
panies should endeavor to secure the 
long haul on traffic. 

“As an illustration, it was testified 
that formerly three companies oper- 
ated in New York City, the American, 
Adams and Wells Fargo. Shipments 
from New York to Pittsburgh, Pa., 
could be delivered at destination by 
any one of the three companies. The 
American Express Company operated 
over the New York Central Lines and 
its route to Pittsburgh was via Ashta- 
bula and Youngstown, Ohio. The 
Adams Express Company operated over 
the Pennsylvania Railroad, the direct 
route, and the express matter dis- 
patched by it would be in Pittsburgh 
before -the traffic handled by the 
American had passed Buffalo en route 
to Pittsburgh.” 

Conceding these points, the Commis- 
Sion proceeded to roast the Adams and 
Southern Express Companies to a cin- 
der for their “disregard of moral ob- 
ligations with respect to many claims” 
and their “studied plan to avoid even 
their strict legal liability.” Neverthe- 
less, the Commission takes the position 
that it is not its duty to compel the 
constituent companies to pay off their 
pending claims before approving the 
merger and it finally reaches a lame 
and impotent conclusion, as follows: 


Sidesteps Claims Issue 


“While the methods of the Adams 
and Southern Express Companies in 
the settlement of claims against them 
merit the severest condemnation, we 
are not persuaded that the approval by 
us of the consolidation, if otherwise in 
the public interest, should be con- 
ditioned as urged by certain of the 
protestants so as to require the con- 
stituent companies to provide for the 
handling of claims and the service of 
legal process in the jurisdictions where 
they formerly operated, and to revive 
claims which may have been barred by 
the two-year-and-oneday limitation 
with respect to filing suit. 

“We are not authorized under the 
interstate commerce act to approve the 
maintenance of the existing consolida- 
tion, and in connection therewith to 
prescribe terms as to the manner in 
which these claims shall be handled as 
a condition of the continuance of the 
consolidation. Nor are we authorized 
to require the resumption of operation 
by the constituent companies. We are 
merely empowered to approve and au- 
thorize the existing consolidation. 

“The principal objections raised are 
that claimants must bring suit in New 
York and that many of the claims, 
while meritorious, are too small to 
justify the expense of suit. Under 
such circumstances hardship obviously 
results to the claimants but that does 
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not justify us in requiring the express 
companies, as a condition precedent to 
our approval of the consolidation, to 
waive any legal defenses which they 
may elect to make in the courts. We 
have repeatedly held that we have no 
jurisdiction over claims for loss and 
damage. 

“However, we do have jurisdiction to 
determine the reasonableness and pro- 
priety of carriers’ published rules and 
regulations relating to transportation, 
and in National Industrial Traffic 
League v. Express Co. we found that 
the clause of the uniform express re- 
ceipt limiting the period for filing suit 
to two years and one day after delivery 
or after a reasonable time for delivery 
was unreasonable in that it did not pro- 
vide for a reasonable time within which 
to file suit after claims which had been 
under consideration had been declined. 
While the courts have frequently up- 
held the right of the carrier to linfit 
the period in which suit shall be 
brought against it, such limitation, to 
be successfully pleaded by the carrier, 
must be reasonable. 

“Upon consideration of all the facts 
and circumstances of record, we are of 
the opinion and find that the public in- 
terest will be promoted by the con- 
solidation. An order will be entered 
approving and authorizing the con- 
solidation.” 

Which reminds one of the Scotch 
verdict, “Not guilty, but don’t do it 
again!” 


Northwestern Accessory Show 


Announcement was made to-day that 
the board of directors of the Motor and 
Accessory Manufacturers’ Association 
had sanctioned the Northwestern Auto- 
motive and Industrial Exposition, to be 
held in Minneapolis, Minn., from Feb. 
5 to Feb. 12, inclusive, 1921. 

The show will be housed in the mam- 
moth new building of the Northwest 
Terminal Co. This is conveniently lo- 
cated and adapted for a show of large 
proportions. 


Expect Big Business 


An exceedingly optimistic outlook for 
piston ring business during 1921, based 
on trade conditions in the field, was 
the prevailing opinion expressed by the 
district sales managers of the Amer- 
ican Hammered Piston Ring Co., at 
their annual sales conference last week. 

This conference, which covered a 
period of five days, during which time 
every phase of American Hammered 
sales policy and plans were discussed, 
was the first meeting of this kind held 
since 1919. 


The Sharp Rotary Ash Receiver Co., 
Springfield, Mass., and Binghamton, N. 
Y., capitalized for $600,000, all of which 
has been issued, has taken out a Massa- 
chusetts charter. Frederick U. Wells, 
133 Longmeadow Road, Longmeadow, 
Mass., is president, and Henry S. Wal- 
dron, 100 Marengo Park, Springfield, 
treasurer. 
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BUSINESS MEN FORM 
FOREIGN SERVICE CORP. 


The Associated Foreign Service, Inc., 
119 Leonard Street, New York, has 
been recently organized by a number of 
prominent American business men for 
the purpose of eliminating superfluous 
expense that has limited the possible 
volume of American exports, and it 
proposes to perform all the functions 
of establishing credits, inspecting, 
packing, routing and other sundry de- 
tails by methods known to be most 
acceptable to the respective foreign ter- 
ritories in which it will do business. 


This new business undertaking is 
already in operation in China and the 
Far East, its foreign manager being 
Roger G. Lewis, who sailed last Sep- 
tember for China, where he has had 
several years of practical business ex- 
perience. 

The plan of the corporation is to es- 
tablish first in China and then in other 
countries a system of associated buy- 
ers, each being a stockholder of the 
corporation as well as an agent of all 
American manufacturers affiliated with 
the Associated Foreign Service, Inc. 
Resident representatives will remain in 
China to look after the corporation’s 
interests, and it is said that every step 
between buyer and manufacturer will be 
supervised by the corporation’s operat- 
ing organization for the purpose of 
securing safe and economical deliveries. 
It is also planned that the above trading 
systems will be enlarged by represen- 
tatives stationed in other countriés as 
rapidly as they can be organized. 

The operating plan is one which, it 
is said, has never heretofore been used 
by American exporters. It is said to be 
the outgrowth of thirty years’ experi- 
ence of Bernard B. Neal, president of 
the corporation in American markets, 
and it is claimed moreover to have been 
indorsed by bankers, economists and 
business men who have analyzed the 
proposition. 

The corporation’s only compensation, 
it is claimed, will be derived from a 
commission on each transaction, and ar- 
rived at by definite arrangement with 
each manufacturer on orders placed and 
accepted. The manufacturer actually 
deals directly with the foreign buyer, 
according to the plans, and by the use 
of a special order form, all quotations 
are itemized showing manufacturer’s 
price, the corporation’s commission, and 
all other items of expense included in 
the total cost prior to acceptance of 
order. 

Each selected manufacturer desiring 
to make connections with the corpora- 
tion will be required to subscribe to 
the corporation’s stock to an amount 
of and not exceeding $1,000. 

Following are the organizers, officers 
and board of directors: 

* Bernard B. Neal, president, president 
B. B. Neal Hardware Co., Inc., New 
York. 

Roger C. Lewis, vice-president and 
field manager. 

T. H. Hose, second vice-president, 
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secretary Henry Cheney Hammer Cor- 
poration, Little Falls, N. Y. 

A. William Wachter, treasurer, treas- 
urer of B.B. Neal Hardware Co., Inc., 
New York. 

Robert Rae, secretary, publisher 
Transportation, a trade journal, and 
an authority on freight matters. 


A Practical Method for Samp- 
ling Fish Hooks 

Fish hooks are at best unhandy ar- 
ticles to display. In many instances 
they are carried in paste-board boxes 
or some similar receptacle, and when 
the customer wishes to make a selec- 
tion the merchant is handicapped in 
showing the line. A Wisconsin mer- 
chant has started in his store a method 
which allows him to sell fish hooks 
in about half the time it took formerly. 
This is the way it is done. He cuts 
from old catalogs the illustrations of 
various sizes of fish hooks and these 
illustrations he pasted on a stiff card- 
board. Then samples of the hooks car- 
ried in stock are sewed on to the card- 
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board over the corresponding illustra- 
tions. The cards are kept under the 
counter near the section devoted to 
fishing supplies, and whenever a cus- 
tomer expresses the desire to look at 
fish hooks the card is brought out and 
the entire line is displayed before him 
in such a manner that he can quickly 
and easily pick out the type and size of 
hook desired. Sample boards may be 
used instead of cardboard, if desired, 
and the hooks can be fastened with 
small staples. The main idea is to have 
the fish hook line properly displayed 
and in such a manner that it is easy 
for the customer to make his selection. 
Try this scheme out. It will help your 
fish hook sales. 


Joseph C. Weston was elected presi- 
dent and general manager of the Ajax 
Rubber Co., Inc., New York, at the last 
meeting of the directors. Mr. Weston 
was an executive with the United 
States Rubber Co. for twenty years, 
and is very well known among tire and 
rubber dealers. He joined the Ajax 
Rubber Co. a year and a half ago as 
vice-president. 


The Business Quiz---No. 8 


: Question No. 1—What given classes are barred from entering 
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and how is it used? 


Hall 


Act? 


into an agreement or a contract which upon failure to comply with 
the terms can be enjoined by due process of law? 
Question No. 2—What is known as the Analysis of Population 


Question No. 3—What is known as the Negotiable Instrument 


Question No. 4—Do we observe a National Legal Holiday in the 
United States and how is same fixed? 
Question No. 5—What is known as an “Internal Audit?” 


Question No. 6—What are the “parties” to a Bill of Exchange? = 


Answer to Business Quiz No. 8 


Answer No. 1—The first legal requisite of a contract is that it 


qualification: 





can be enforced by law, thus the following classes suffer dis- 
(a) Minors; (b) Lunatics and Idiots; (c) Habitual 
Drunkards; (d) Married Women. 

Answer No. 2—The Analysis of Population is used to determine 
if it is good policy to push goods which have use in the city (and 
vice versa) by a study of the following facts: 
cent of our population live in cities over 25,000; 24 per cent in 
towns under 25,000, and 42 per cent in the rural districts. 

Answer No. 3—The Negotiable Instrument Act means when a 


That 33 per 


negotiable instrument reaches maturity on ‘a Sunday or holiday 
the instrument is payable on the next succeeding business day. 
Answer No. 4—There are no National Legal Holidays in the 


United States. 


Each State: determines by acts of its own Legisla- 


ture what days shall be legal holidays within its borders. 
Answer No. 5—An Internal Audit is a checking system of ac- 

counting to (a) Determine the accuracy of all records and books; 

(b) Correctness of Bookkeeping System; (c) Protection and pre- 


vention of fraud from within. 


Answer No. 6—The “parties” to a Bill of Exchange consist of 


(a) The Drawer; (b) The Drawee; (c) The Acceptor; (d) The 
Payee; (e) The Holder; (f) The Indorser; (g) The Indorsee. 
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Monthly Market Summary 


hardware market throughout 

the country. During the clos- 
ing week of the month inventory tak- 
ing, or preparations leading up to it, 
were the principal business activities 
among both jobbers and dealers. 

Holiday business in 1920 though en- 
tirely satisfactory, according to deal- 
ers’ reports from all parts of the coun- 
try, ran quite a little behind the volume 
of sales for the same period of 1919. 
Sales during December for hardware 
and kindred products were on the aver- 
age better than during November pri- 
marily because of the holiday de- 
mands. 

Reviewing briefly the general busi- 
ness conditions of the past year as they 
affected hardware one striking fact 
stands out clearly even above the pres- 
ent so-called depression: 1920 was, on 
the whole, one of the most profitable 
years the general hardware business 
has ever had. 

During the first part of last year the 
advancing market was virtually con- 
trolled by selling elements. It was lit- 
erally a sellers’ market. The second 
part of the year produced a market 
with gradually receding price ten- 
dencies and a manifest reluctance on 
the part of buyers to place large orders. 

There were two peculiar aspects 
about these two periods and one of 
them still confronts us. 

Very acute shortages were created 
the first part of last year by both in- 
ordinate and fictitious demands, plus an 
excessive amount of speculation. These 
shortages would not have developed to 
such proportions, many authorities be- 
lieve, if buying had been governed by 
rational moderation. 

We are now confronted with a grow- 
ing and unnatural surplus of merchan- 
dise caused by the reluctance of the 
public to buy which is curtailing nor- 
mal production and retarding the prog- 
ress of re-adjustment. 

Authorities on market conditions, 
however, are generally more or less of 
the opinion that there is good reason 
for believing that the difficulty of the 
transition period through which the 
business of the country is now making 
its way, will not be much further ag- 
gravated, and that a normal situation 
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will be restored with comparatively lit- 
tle distress. They persistently empha- 
size the importance for dealers to keep 
their stocks well assorted and fully up 
to par. Although not advocating loose 
buying in any sense they deliberately 
point out the inadvisability of putting 
off for too long a time the placement of 
orders for necessary seasonable mer- 
chandise because, when the orders do 
begin to flow, they apprehend that 
there will be a veritable flood, which 
may “swamp” the market to such an 
extent that the excess of demand over 
supply may cause a temporary increase 
in prices. 

In the opinion of many economists 
and business men, however, any in- 
crease in prices cannot be more than 
temporary, because it is believed that 
there is bound to be a more or less gen- 
eral instability of prices with a strong 
downward trend as long as the domes- 
tic market is called upon to absorb the 
total output of American industries. 

The export situation is fraught with 
many perplexities and has a very perti- 
nent and far reaching effect upon the 
present business situation. Not until 
proper credit facilities can be granted 
to foreign buyers so that they, can take 
some of the surplus off our hands will 
there be any appreciable stability to 
prices. Questions of international pol- 
itics of course enter into this phase of 
the matter, but the basic fact remains 
that the domestic market feels the in- 
fluence of the export situation far more 
directly than many seem to have be- 
lieved. 

It is gratifying to observe in passing 
that during the past year the country 
harvested one of the largest crops in 
its history. The transportation con- 
gestion was to a large extent relieved 
and the railroads are said to be on a 
better financial and operating basis. It 
has also been pointed out, moreover, 
that the country as a whole has not 
been over-extended in any of its funda- 
mental and essential activities, and 
faces no prospects of contraction that 
might occasion sustained business de- 
pression. 

In line with this aspect of the situa- 
tion it is both interesting and relevant 
to quote, in conclusion, from a speech 
made recently by Judge Elbert H. Gary, 
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chairman of the board of the United 
States Steel Corporation, and one of 
the most astute observers of business 
conditions. 

“The present apparent depression in 

business,” Judge Gary declared, “which 
after all means only a diminution of 
trade or commerce, is only a result of 
the natural and necessary readjust- 
ments which were bound to follow the 
cessation of hostilities. Prices of many 
commodities have been too high. They 
have been unreasonable and in many 
cases are still extortionate. While this 
process has been going on of course the 
general public has been withholding its 
custom. It has been taking the selling 
price of the commodity under consid- 
eration. 
- “Until this readjustment is completed 
and a fair basis of selling prices estab- 
lished so that the high cost of living 
shall rest at a point which is fair we 
may not expect as large a volume of 
business as we might hope for. The 
sooner everybody realizes this fact the 
better for all concerned. Those who 
are still taking advantage of the situa- 
tion and insist that prices are fair are 
doing all they can to prevent the return 
to good business conditions, while those 
who have exercised reason with respect 
to selling prices are doing everything 
they can to assist in the readjustment 
and reconstruction which all thinking 
men have been waiting for ever since 
the war closed. 

“One who gives a little but not much 
thought to the general situation is sur- 
prised that during the last few months 
there have been no serious failures—no 
real disasters—nothing approaching a 
panic or demoralization; but one who 
makes a careful study of the situation 
realizes that the reason we have only 
less business and not panic and demor- 
alization is because of the vast amount 
of wealth and the wonderful resources 
of this country and the best spirit in 
the finest people in perhaps the great- 
est country in the world. 

“Anyone who believes for a moment 
that the United States is a bad country 
to live in or that its inhabitants have 
reason to complain of present condi- 
tions should make comparisons be- 
tween the people of this country and 
those of any other country in the world, 
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for then he must decide that if any of 
the others can survive we can prosper, 
not because we are selfish or greedy 
or would take unfair advantage, but be- 
cause in spite of ‘ourselves we have 
been blessed with the greatest oppor- 
tunities for success of all the nations of 


Office of HARDWARE AGE, 

239 West 39th Street, 

New York, Jan. 3, 1921. 
| Pathe berg taking is at present the 

principal activity in the local hard- 

ware market. Both jobbers and retail- 
ers are busily engaged in taking stock 
and as a result little buying is being 
done. 

The last week of the old year closed 
sluggishly for both jobbers and dealers 
in this vicinity. The holiday business 
done by local dealers was reported to 
have been entirely satisfactory al- 
though smaller in volume of sales than 
that of 1919. Most of the jobbers’ 
salesmen are now off the road and will 
probably not go out again until inven- 
tories have been taken. 

Reviewing the year as a whole, the 
hardware business in this locality was 
essentially good in spite of the fact 
that the past four or five months were 
marred by a gradual but constant de- 
crease in the volume of sales. A prom- 
inent authority on market conditions 
ventures the opinion that records will 
show that the year 1920 was one of the 
best business years that the New York 
hardware market has ever enjoyed, He 
bases this opinion on the fact that the 
first six to eight months of the year 
witnessed an almost unprecedented vol- 
ume of business, even after eliminat- 
ing all of the so-called fictitious de- 
mands and speculative business transac- 
tions that characterized the spring buy- 
ing period. 

One of the most gratifying signs for 
the future in his opinion is that most 
of the speculative element has been re- 
moved from the market by the natural 
trend of events and prices, which he 
considers an important step toward 
more stable conditions. In the opinion 
of many of the local jobbers the pres- 
ent stagnant condition will not last 
long but will change gradually into a 
healthy competitive market. 

Business men in this section are more 
or less generally of the opinion that 
one of the most vitally important fac- 
tors in the present situation is the state 
of the export trade. They believe that 
as soon as proper extension of credit 
has been made to foreign buyers the do- 
mestic condition will be materially im- 
proved and a good deal of the old buy- 
ing interest revived. The domestic mar- 
ket alone, they believe, cannot consume 
the entire output of American factories 
with their present extensive facilities 
for quantity production brought about 
by the war, and to reduce or limit these 
facilities would be very detrimental, 
they believe, to national prosperity. 

It is gratifying to observe and to be 
able to report that the tone of mind 
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the world. 

“A real pessimist of to-day, if a man 
is one, overlooks the facts and things 
that make for or against economic suc- 
cess. I have been speaking of the fu- 
ture without drawing any lines of limit 
as to time. When one indulges in pre- 
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among business men both large and 
small in this section is rationally op- 
timistic about the business outlook for 
1921. Nine out of ten consider that the 
present lull will be short-lived, and a 
healthy revival of activity again assert 
itself within a few months. 

Bolts and Nuts.—This line seems to 
be as active, in many respects, as any 
in the local market at the present time. 
There are still shortages in some sizes. 
Price revisions are noted herewith: 


Common carriage bolts, all sizes, are be- 
ing quoted 15 and 5 per cent. Machine 
bolts, all sizes, 25 and 5 per cent. Stove 
bolts, 70 per cent. Common tire bolts, 50 
per cent. Sink bolts, 70 per cent. 

Hexagon machine screw nuts, iron, 20 
per cent; brass, 4/32 to 8/32 in., 50 and 10 


per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 33/4 per cent. Lock washers, 40 
per cent. 


Semi-finished hexagon nuts, 9/16 and 
smaller, 40 per cent.; 5g and larger, 40 per 
cent. Lag screws, 40 and 5 per cent. 

Toggle bolts, steel, bright finish, discount 
of 50 per cent. 

Iron rivets, 35 and 5 per cent. 

Blind Sets.—A lull seems to have 
settled over this line which a few weeks 
ago was selling quite vigorously. Prices 
are unchanged. 

Blind sets, New York City 
finish, for wood, $66 per 100 
galvanized finish, for wood, 
sets; same, plain finish, for brick, $68.75 
per 100 sets; same, galvanized finish, for 
brick, $82.75 per 100 sets. Surface blind 
hinge cast iron, 1% in. when open, $1.65 
per doz. pairs. 

Butts.—No material change has been 
effected in this line or, as a matter of 
fact, in any line that is broadly listed 
in the category of builders’ hardware. 


Narrow steel butts, galvanized, brass 
pins furnished with screws, 1% in., $2.55 
per doz. pairs; same, 2 in., $2.65 per doz. 
pairs; same 4 in., $9.60 per doz. pairs. 
Broad steel butts, fast joint, galvanized, 
brass pin, 2 x 2 in., $3.65 per doz. pairs: 
same, 3 x 3 in., $5. 20 per doz. pairs; same, 
4 x 4 in., $9.65 per doz. pairs. 


Coffee Mills.—Little interest is at 
present being shown these items. Prices 
are steady. 


Coffee mills with wooden box, coppered 
iron hopper, japanned iron crank, $6.60 
per doz. Mill with iron top and hopper, 
dark bronzed, varnished woodwork, size 
6 x 6 x 8 in., $11.50 per doz. Mill with 
east iron top, copper lacquered, sliding 
lever, varnished woodwork, size § x 6 x 7 
in., $12.95 per doz. Arcade coffee mills, 
glass hopper, metal parts japanned, hold 
one lb. of coffee, $14.85 per doz. Crystal 
coffee mills, glass hopper, metal parts 
iananned, holds one Ib. of coffee, $10 per 
doz. 

Furnace Scoops.—There is still a fair 
amount of interest being shown scoops 
in the local market, though it could 
hardly be said to be particularly active. 


hollow back, black steel 
long handle, $10.53 per doz 
black steel blade, D 

and long handle, $14.21 per doz. 
Galvanized Ware. —Business is dull 
in this line and few seem to anticipate 
any further changes, generally speak- 
ing, for some time. Sheet dropped 50c. 
Galvanized sheet is being quoted: No. 28 


style, 
sets; same, 
$80 per 100 


plain 


Furnace 
blade, D and 
Same, riveted back, 


scoops, 
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dictions as to the future he: can only 
guess. It should not be overlooked that 
notwithstanding the depression which 
seems fashionable to refer to nowadays 
we are still doing very substantial busi- 
ness in this country, and will continue 
to do a good business.” 


per 100 lb. Galvanized 
$5.75; 1:2 ts $6.65 ; 
12-qt., $8.7 heavy 
No. 1, $16 80; No. 
‘all per doz 


gage, $7.50 to $8 
pails, 8-qt., $5; 10-qt., 
l6-qt., $8.90; heavy, 
16-qt., $12. Wash tubs, 
2, $18.60; No. 3, $22.05; 


Game Traps.—Conditions in traps are 
not very active. Prices continue steady. 





Jump traps (Blake & Lamb), with chains, 
No. 0, $2 per doz.; No. 1, $2.95 per doz. ; 
No. 1% $4.50 per doz.; No. 2, $7 per 
No. $9. 47 per doz.; No. 4, $11.07 per doz. 

Trigraph traps, with chains, No. 10, 
per doz.; No. 11, $2.15 per doz.; No. b 
$3.30 per doz.; No. 12, $4.60 per doz.; No. 
13, $7.84 per doz.; No. 14, $9.40 per doz. 

Victor traps, No. 0, $1.71 per doz.; with- 
out chains, $1.34. No. 1, $2.01 per doz.; 
without chains, $1.52. No. 5 3.05 per 
doz.; without chains, $2.44. No. 3, with 








chains, $7.15 per doz. No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz. 

Oneida jump traps, No. 9, with chains, 
$2.37 per doz.; without chains, $1.75. No. 
1, $2.75 per doz.: without chains, $2.12. No. 
1%, $4.23 per doz.; without chains, $3.25. 
No. 12, with chains, $7.12. No. 91%, with 
chains, $5.25 per doz. 

Hay forks, 2 tines, 514-ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 
ferrule, 51%4-ft. handle, $14.75. 

Glass Drawer Knobs.—Because of 


the fact that for a long time the mar- 
ket was- almost destitute of these 
articles there seems to be a good deal 
of interest being manifested at present 
for glass knobs of all kinds and sizes. 








Glass drs awer knobs, bolt and nut, nickel 
plated, %-in., $2 per doz.; same, 1%-in., 
$2.40 per doz.: same, 1%-in., $3 per doz. 
Glass drawer “knobs, fancy de sign, brass 
mounting, iron screw, %-in., $2.50 per, doz. 
same, 1%-in., $3.10 per ‘doz.: same, 1% ,-in., . 
$3.40 per doz. Plain glass dr: awer knobs, 
brass mounting, iron screw, %-in., $2.50 
per doz A same, 1-in., $2.75 per doz.; same, 
1%-in., $3.10 per doz.; same, 1%-in., $3.40 
per doz. 


are not moving 
had anticipated 
Prices continue 


Ice Skates.—Skates 
as rapidly as many 
earlier in the season. 
steady. 

Ice skates, 
$1.04 per 
hockey 


runners of cast steel, polished, 
verted style, $1.31. Men's 
‘ast steel blades, nickel 
plated, $1.40 oer pair; ladies’, same, $1.53 
per pair. Hardened steel blades. 
plated, $1.88 per pair; girls’, same, $2.48 
Tempered steel blades, extra polished, full 
nickel plated, all sizes, $2.75 per pair 
Lanterns.—Difficulty is still felt by 
both jobbers and dealers in getting 
many styles and sizes. It is reported 
that few of the local jobbers have com- 
plete stocks. Prices are quite firm. 
Hy-Lo tin lanterns, $9 per doz.; Victor 
tin lanterns, $9.25 per doz.: Monarch tin 
lanterns, $10.25 per doz.; Junior brass lan- 
$18 per doz.; Blizzard tin lanterns, 
» per doz.; Buckeye dash lanterns, 
.25 per doz.; Roadster wagon lanterns, 
$18 25 per doz.; Eureka driving lanterns, 
plain lens, $19 per doz.; watchman’s mill 
lanterns, enamel finish, $25 per doz.; Im- 
perial platform lanterns, $9.75 each. 
Linseed Oil.—The present market 
seems to be a waiting affair with both 
dealers and buyers waiting for the holi- 
days to pass before resuming opera- 
tions. Very few transactions took 
place during the past week and no 
trading to speak of was undertaken. 
Inquiries are weak. 


Linseed oil. raw in carlots. 77c. to 80c.; 
In lots of more than 5 bbl., 80c. to 83c.; In 
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lots of less than 5 bbl., 83c. to 86c. it 
should be noted that these prices are 
nominal. The present market seems to be 
quotable at one figure and negotiable at 
another. Oil in half bbl. 5c. extra. Boiled 
oil 2c. extra and double boiled oil 3c. extra. 


Nails.—The local nail market con- 
tinues sluggish with little prospect in 
sight of any immediate improvement of 
prices, in the opinion of local jobbers. 
There is, however, a rationally optimis- 
tic tone among both jobbers and dealers 
and it is rumored in many places that 
by the middle of the year improved con- 
ditions will prevail. 


Current prices prevailing in this section 
still vary considerably. For wire nails the 
prices range from $4.50 to $5, base, per keg. 
For cut nails prices range from $7.50 to 
$8.75, _base, per keg. The average retail 
price in this section is at present $7, base, 
per keg, for wire nails, although it is ex- 
pected that this price will drop within the 
next two weeks. Wire nails, per lb., are 
sold retail at approximately 10c. per lb. 


Copper wire nails, 5 lb. 
49c. per Ib.; 1% in., 48c. 
2 in., 2% in., 3 in., 47c. 
cut nails, 5 lb. boxes, 1% 
2 in., 


to a box, 1 in., 
per Ib.; 1% in., 
per lb. Copper 
in., 50e. per Ib.; 
2% in. and 3 in., 49c. per Ib. 

Naval Stores.—More or less the 
same condition prevails in this market 
as exists in linseed oil. The demand 
duing the past week was unusually 
light and trading was almost at a 
standstill. The holidays, it is said, 
probably have a great deal to do with 
this condition. 

Turpentine, per gal., yard basis, is held 
at 75c. Rosin, all grades, with the excep- 
tion of WW, is held at yard basis at $8.75 
to $9. WW is $9 to $9.25. 

Rope.—Local conditions continue dull 
with practically no transactions of any 
size being reported. It was rumored 
during the past week that further price 
reductions are likely before long. Pre- 
vailing prices are: 


Local quotations are jute rope No. 1, 17c. 
to 19c.; No. 15e to 18c. Jute twine 


wrapping, best grade, 24\%c. to 27c. India 
hemp twine, No. 6, 19c. to 21c. Manila 
rope, best grade, 26c. to 26%c. Hardware 
grade, 23c. to 24%c. Bolt rope, 31c. to 
314%4c. Sisal rope, pure, 17c. to 19c. Lath 
yarn, first grade, 17c. to 18e. 
Screws.—Normal activity seems to 


be the prevailing note in this line. 
There is always a certain demand for 
stable hardware products and this de- 


Office of HARNWARE AGE, 

1505 Otis Bldg., 

Chicago, Dec. 28. 
T)ECIDED inactivity characterizes 

this week’s market. That is true 

in a dual sense, for not only are there 
few price changes, but there is very 
little buying. The week is expected to 
be one of the dullest of the year. It 
usually is a low ebb time between 
Christmas and New Year’s. 

It would probably be inaccurate to 
say that the market is firmer. Nothing 
has happened to stiffen prices, but there 
are few changes, due not to firmness, 
but to a waiting policy. 

More of a spirit of optimism is found 
than is usual during the past few 
weeks. Jobbers seem to think that 
business will open up in good volume 
quite early in the new year, and the 
amount of buying will be heavy. There 
are no large stocks. Some items are 
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mand cannot be diminished beyond a 
certain point. 


Assorted wood screws, bright, 12c. per 
lb.; dowel screws, 1% in., bright iron, 38c. 
per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 67% per 
cent—15 per’ cent; same galvanized, 52% 
per cent—15 per cent; round head iron 
screws, blued, 65 per cent—15 per cent; 
same, nickeled, 55 per cent—15 per cent; 
round head brass screws, 57% per cent— 
15 per cent; flat head brass screws, 60 per 
cent—15 per cent; round head nickeled 
brass screws, 52% per cent—15 per cent; 
machine screws, iron, 66% per cent; same, 





brass, 50 and 10 per cent; thumb screws, 
list plus 30 per cent; iron set screws, 40 
per cent. 


Shovels.—F air interest at firm prices 
prevails in this line. 


Maynard pattern, No. 2 size, solid socket 
shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz.; same, with square point, $15.78 
per doz.; Bakers’ shovel, black steel blade, 
riveted back. 6-ft. handle, $25.00 per doz.; 
same with 8-ft. handle, $27.50 per doz. 


Snow Shovels.—Some patterns are 
said to be hard to get and the demand 
for these items runs consistently good. 


Prevailing prices, f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%- 
in. blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11%-in. blade, long square 
handle, $11.25 per doz. Galvanized, 21% x 
16-in. blade, reinforced back, straight han- 
dle, $17 per doz. 

Snow pushers, 24 x 13 x 1%-in., $36 per 
doz.; snow pushers, 30 x 13% x 1\%-in., $40 
per doz. 


Stove Pipe.—Mild and seasonable in- 
terest continues to hold in this line. 
Prices are steady. 


Stove pipe, 4-in., $3.75 per doz. lengths; 
5-in., $4.25 per doz. lengths; 6-in., $5 per 
doz. lengths. 

Elbows, 4-in., $2.75 per doz. lengths; 41%4- 
in., $2.95; 5-in., $3.15. 


Sidewalk Scrapers.—Firm prices and 
moderate interest are the two notable 
features about this line. 


Prevailing prices, f.o.b. New York, are: 
Solid shank, 6% x 5% blade, 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
7 x 6 blade, 4-ft. handle, $7.50 per doz. 
Extra heavy socket, 7 x 6 blade, 4-ft. 
handle, $10 per doz. 


Wrenches.—There was in some places 
a mild improvement in the demand for 
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in much better supply than they were 
three months ago, but there is nothing 
in hardware that can be said to be in 
over supply, while many items are still 
in the scarcity stage. 

This week and hext will see much 
inventorying. After the stocks are 
taken there will be some price read- 
justments and they will probably be of 
a downward character, but there is 
still no factor in the market which 
makes it at all likely that there will be 
sharp changes or that they will come 
in any great volume. 

Steel goods are in better supply, and 
it may now be said that premium ex- 
actions have entirely disappeared. In- 
dependents have in most cases put their 
prices down to corporation levels, and 
the day of rival bidding is done. Goods 
can be bought at the market and prices 
are accordingly more uniform. 

Retailers had a wonderful holiday 
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wrenches during the past week. Prices 
are firm. 


Straight socket wrench sets, in heavy 
canvas roll, six wrenches, $4.35 per set. 
Tap wrenches, solid steel, polished, hold 
taps up to &% in., $7.75 per doz. Same, hold 
taps up to % in., $13 per doz. Ratchet 
tap wrench, ratchet and pawls made of 
tool steel, hardened and tempered, chuck 
has hardened steel jaws, nickel plated, 
right-hand and left-hand and right, $16.20 
per doz. 

Bench wrenches, flat steel bar, 5 in.; 
stamped jaw, nickel plated, $3.50 per doz.; 
satin finish, $2.75 per doz.; automobile and 
machinists’ wrenches, fluted drop forged 
ar, solid jaw, edges rounded, case hard- 
ened, mottled finish, 7 in. long, $5 per doz. 
Same, 9 in. in length, $6.45 per doz. Same, 
11 in. in length, $8.50 per doz. 


Wire Goods.—Small interest is being 
shown wire at present. Prices continue 
steady. 


Barbed wirre is being’ quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 lb. 

Annealed wire, plain, in stones: No. 16 
gage, $9 per 100 lb.; No. 17 gage, $9.40 
per 100 lb.; No. 18 gage, $9.75 per 100 Ib.; 
No. 19 gage, $10.25; No. 20 gage, $10.75; 
No. 24 gage, $12.50. Galvanized wire in 
stones: No. 16 gage, $11.85 per 100 lb.; No. 
17 gage, $12.50; No. 18 gage, $13.25; No. 19 


gage, $14.25; No. 20 gage, $15.25; No. 24 
gage, $16 per 100 Ib. 
Dull galvanized screen wire, 12 mesh, 


from New York stack, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5 per 100 sq. ft. 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
12 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $11 per 100 sq. ft. Poultry 
netting, f.o.b. factory is 45 per cent off; 
f.o.b. New York is 35 per cent off. 

Poultry netting staples in 100 
$8.75 per keg. 


P. S.—The Bissell Carpet Sweeper 
Co., Grand Rapids, Mich. has an- 
nounced the following new price list ef- 
fective Jan. 1: 


Ib. kegs, 


Sweepers—carpet and vacuum. Bissell 
Carpet Sweeper Co.: American Queen 
Cyco B. B., nickeled, $54 per doz.; Elite, 


Cyeo B. B., nickeled, $60 per doz.; Grand 
Cyco B. B. japanned, $60 per doz.; ‘‘Grand 
Rapids,’’ Cyco B. B., nickeled, $48 per doz.; 
“Grand Rapids,’’ Cyco B. B., japanned, $44 
per doz.; Grand Rapids, vacuum sweeper, 
nickeled, $86 per doz.; Household Vacuum 
Sweeper, japanned, $75 per doz.; Parlor 
Queen, Cyco B. B., nickeled, $56 per doz.; 
Princess, Cyco B., nickeled, $50 per 
doz.; Standard, japanned fittings, $40 per 
doz.; Superba Vacuum Sweeper, nickeled, 
$100 per doz.; Universal, Cyco bearing, 
nickeled, $46 per doz.; Universal, Cyco 
bearing, japanned, $42 per doz. Subject to 
quantity allowances. 


business and will enter the new year 
in good financial shape. Most of them 
need goods and big buying ought to 
come soon. 

Automobile Accessories. — Dullness 
continues in this market. Even winter 
goods are not moving as rapidly as they 
ordinarily do, and out of season items 
are very stagnant. Prices are holding 
up, but rumors persist of small drops 
on many accessories. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: DeLuxe long-handled standard jacks, 
$8.50 each; No. 1 standard jack, $3.25 each. 
Twin cylinder foot pumps, $1.25 each; 
Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each; Howe spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more 
than one dozen pair; Rid-O-Skid chains, 
$2 to $2.65 per pair; inner tubes, red, 30 x 
3%, $2.50 each; gray tubes, 30 x 3%, $2.05 
each; Lyon bumpers, $10.25 each; Bethle- 
hem spark plugs, porcelain type, 36c. to 
58c.; Hercules Giant, 55c. to 60c. each; 
Hercules Junior, 27c. to 35c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 
special, 838c. to 97c. each; A. C. Titan plugs, 
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58c. each; A. C. Cico plugs, 48c. each; 
Champion X plugs, 63c. each; Champion O 
plugs, 62c. each; Champion Heavy Duty, 
73c. each; Splitdorf plugs, 70c. to _78c. each; 
United plugs, junior, 40c. each. Bethlehem 
spark plugs, special Ford type, quantities 
of 10 to 1500, 46c. to 35c. each; standard 
porcelain type in same quantities, 56c. to 
47l4c.; mica type, 78c. to 65c. 

Axes.—This is a good season in axes, 
and the demand .is keeping up well. 
Stocks are in good condition. Prices 
are steady. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single bitted first quality black axes, 
3 Ibs. to 4 lbs., $17.50 base; second quality 
black unhandled axes, $13.75 base; handled 
axes, $3 to $5 per doz. extra, according to 
grade. 

Alarm Clocks.—It will be mid-Janu- 
ary before there are any stocks of 
alarm clocks. The holiday demand took 
everything in sight and no goods will 
come in for a week or two. Prices are 
real strong. 

Ash Sifters—The demand is not 
quite as large as it was, but some goods 
are moving all the time. Prices show 
no change. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel 
sifters, $4.50 per doz.; galvanized rotary 
barrel sifter, $39 per doz. 


Builders’ Hardware.—There is noth- 
ing stirring in builders’ hardware, and 
no great amount of activity is looked 
for now. Later some spring business 
will be booked, but just now the trade 
is waiting. It continues to be the opin- 
ion of experienced men that there will 
be a fine builders’ hardware season be- 
ginning in the spring. 

Cotton Gloves.—A small volume of 
business is being done at the recently 
reduced prices, but buying is not heavy. 
Prices are holding to the reduced levels. 

We quote from jobbers stocks f.o.b. Chi- 


cago: Competitive grade knit wrist gloves, 
$1.30 doz. pairs; heavy grade knit wrist 
gloves, $1.90 doz. pairs; heavy cotton 


gauntlets, $2.50 doz. pairs. 

Eaves Trough and Conductor Pipe.— 
Goods are selling at the price reached 
two weeks ago. Some future business 
has been booked, but naturally there is 
not much demand for current needs. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29-gage, 5-in. lap joint eaves trough, 
$6.30 per 100 ft.; 20-gage, 3-in. corrugated 
conductor pipe, $6.20 per 100 ft.; corru- 
gated conductor elbows, $1.94 a doz. 

Eye Hammers and Sledges.—The new 
prices are 10 per cent under the early 
fall price. A normal business is re- 
ported. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Blacksmith’s striking and _ stone 
sledges, 5 lbs. and over, 12c. a lb 
Flint Paper.—Stocks are in good 


shape and a fair amount of business is 
being done at prices that have been in 
effect a long time. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality Flint paper No. 0, $5 
per ream; second quality No. 0, $4.50 per 
ream; first quality emery cloth No. 0, $30 
per ream. 

Files.—There has been no change in 
file prices since the slight reduction 
made by the leading Chicago jobber 
a few weeks ago. Stocks are in good 
condition. 


We quote from jobbers’ stocks, f.0.b - 
cago: Nicholson files, 50 per cent > So. 
New American, 50-10 per cent discount; 
Disston, 50 per cent discount, and Black 
Diamond, 40-10 per cent discount. 

Furnace Scoops.—Good demand for 
furnace scoops is helping to hold up 
prices well. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Hollow black furnace scoops, $11 per 
doz.; riveted black furnace scoops, $15 per 
doz. 


Galvanized Ware.—Retailers continue 
to show an aversion to buying gal- 
vanized ware in any volume. There is 
every-day activity in this line, but all 
orders are for smal] amounts, usually a 
bundle. Prices show no change, but 
there continues reports that there will 
be an early drop of not over 10 per 
cent. Stocks are not overly large, and 
buying now seems to be good judgment, 
but most dealers seem to prefer to wait. 


Glass.—F actories are still months be- 
hind on glass orders, and while there 
is little current demand spring will see 
a scramble for stocks, with no surplus, 
and probably prices very firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single stréngth A, all sizes, 77 per 
cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 75 per cent off; S. P. putty in 
100-lb. kits, $4.90; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 3, 1 doz. toa 
package, 65c. per pkg. 

Wood Handles.—A fair amount of 
business is being done in wood handles. 
There seems to be no disposition for 
makers to change prices. 

We quote from jobbers’ stocks, f.o.b. Chi 
cago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 
hatchet and hammer handles, 85c. per doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.60 per doz. 


Hatchets.—There is nothing new to 
report in prices. The trade is buying 
in good volume. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 extra quality broad hatchets, 
$24.20 per doz.; competitive grade, $17.25 
per doz. and up; warranted shingling 
hatchets, $17.35 per doz.: competitive 
forged hatchets, $10.25 per doz. 


Hammers.—Good activity is seen in 
hammers, the buying being up to the 
normal amount. The price situation is 
the same as has obtained since the re- 
cent reduction. 

We quote oC jobbers’ stocks, f.o.b. Chi- 

oO. 


cago: N 1% first quality shingling 
hammers, $15.50 per doz.; regular first 
quality 16-oz. nail hammers, $14.75 per 


doz.; competitive grade nail hammers, $12 
per doz., polished, and $8 per doz., galvan- 
ized finish. 


Hose.—Quite a good amount of fu- 
ture business has been booked in hose. 
Prices are about 15 per cent under the 
early fall price and buying seems to 
be logical at this time. No immediate 
price change is believed to be in sight. 

Coal Hods.—There is probably less 
demand now than has prevailed. Most 
jobbers now have stocks although some 
of them have been out until the pres- 
ent time.. Prices are holding up well. 


Ice Skates.—Heavy sales during the 
holiday rush and this very snug weather 
are expected to make an early demand 
for orders to fill in stocks, and jobbers 
have no large stocks, so it would not 
be surprising to see ice skates very 
scarce before January is over. 

Jack Screws.—Last week’s decline of 
ten per cent in jack screws holds good 
with a fair amount of business recorded. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Jack screws, list less 30 per cent. 

Lanterns. — Manufacturers have as 
yet not overcome the long standing 
shortage of lanterns, finding it still dif- 
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ficult to get the normal supply of glass. 
Prices are holding up strong. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Dietz No. 2 cold blast lanterns, 
$14.25, with large fount, $15.75; best tubular 
lanterns, $9.25; Competition lanterns No. 
2 tubular, $7.50 per doz.; No. 2 tubular cold 
blast Competition, $10.85 per doz. 

Nuts and Bolts.—The trade seems to 
be well supplied with nuts and bolts at 
least buying is not as heavy as it has 
been. Manufacturers are running light 
and there is less demand ‘from this 
trade. No price change is announced 
since the recent decline. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago; Large size carriage bolts, 20-10-5 
per cent discount; small sizes, 30-10 per 
cent discount; large sizes machine bolts, 
30-5 per cent discount; small sizes, 40-5 
per cent discount; stove bolts, 60-10 per 
cent discount; lag screws, 40-10 per cent 
discount. 

Nails.—Stocks are in good shape. 


The recent decline does not seem to 
have materially stimulated buying. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4.15 base per 
keg. 

Paints and Oils.—Linseed oil contin- 
ues to be an uncertain quantity taking 
an up or down of two to three cents 
each week. Other paint items are 
steady in price and not much business 
is noted. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Strictly pure linseed oil in less than 
five-barrel lots, raw, 97c. per gal; five-bar- 
rel lots, 92c. per gal.; boiled linseed oil, 
less than five-barrel lots, 99c. per gal.; five- 
barrel lots, 94c. per gal.; best grade turpen- 
tine, $1.25 per gal; denatured alcohol, 90c. 
per gal.; strictly pure white lead in 100-lb. 
kegs, $14 per keg. 

Picks and Mattocks.—The announced 
decline of ten per cent on this line pub- 
lished in last week’s issue is still in 
effect. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago; First quality railroad picks, 6 Ibs. 
to 7 lbs., $9 per doz.; first quality, 5-Ib. 
mattocks, $9.60 per doz. 

Post Hole Diggers.—Prices are at the 
same level and there is the normal 


amount of business in the line. 

Rope.—The demand is light as it 
always is at this time of the year. The 
prices are the same as in the previous 
report. ‘ 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago; No. 1 manila rope, standard brands, 


25% c. to 2644c. base; No. 2, 24%c. to 25'4c.; 
No. 1 sisal rope, full coils, standard brands, 
No. 1, 16%c. to 17%c.; No. 2 sisal rope, 


14%c. to 15%c. 

Steel Sheets.—The market continues 
much easier in steel sheets, supply now 
being adequate for all demands and 
prices continuing very soft. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: 28-gage galvanized sheets, $7.60 per 
100 lbs.; 28-gage black sheets, $6 per 100 
lbs. 


Solder.—Usual demand is made for 
solder and the price declines which were 
quite regular seem to have been ar- 
rested for the present. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Warranted 50-50 solder in full case 
lots, 25c. per lb.; less than case lots, 27c. 
per Ib. 


Shovels.—Demand for spring goods 
continues good and the price situation 
seems more firm than usual on hard- 
ware items. 

Sash Cord.—The market is weak at 
the declines announced last week and 
further price recessions are not unlooked 
for. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 common sash cord, $10.35 per 
doz. hanks; No. 8, $12.10 per doz. hanks. 


Stove Boards.—Jobbers have fair 
stocks and the demand seems slightly 
less than it was with prices holding up 
to a rather stiff tone. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Wood lined crystal stove boards, 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.: 28 x 28, $18.85 per doz.; 30 x 30, $21.30 
per doz.; 33 x 33, $25.50 per doz.; 36 x 36, 
$30.50 per doz. 

Stove Pipe.—Supplies are now in and 
stove pipe is at last to be had in rea- 
sonable amounts. Quotations are now 
possible. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 30-gage stove pipe, $15.50; 28-gage, 


$19.35; 26-gage, $22.50; six-in. short end 
elbows, 26-gage, $2.05; 28-gage, $1.70; 30- 
gage, $1.45. 

Wheelbarrows. — Spring demands 


make up the leading amount of business 


Office of HARDWARE AGE, 
512 Tremont Building, 
3oston, Dec. 31, 1920. 


§ ew past week has been given over 
very largely to stock-taking in the 
local wholesale hardware market, and 
to the readjustment of prices. Stock- 
taking for 1920 was not as tiresome as 
it was in previous years because the 
average jobbers’ stock is unusually 
small. To be sure there are some lines 
of hardware, especially in iron and 
steel, that are plentiful, but taken as a 
whole the Boston market is far from 
over-stocked. 

The price situation is unsettled. A 
great many notices of changes have 
been received from manufacturers dur- 
ing the past week, but the jobbers have 
been unable to readjust their sales lists 
in all instances. As a result there will 
be quite a carry-over of price changes 


into next week. Many _ additional 
price revisions are anticipated 
by the shelf hardware dealers next 


week, consequently it probably will be 
a fortnight, at least, before the price 
situation becomes settled. And yet 
with all the evident unsettledness, the 
manufacturers of hardware are going 
about their price revisions in a careful 
orderly manner, and if the present pol- 
icy is maintained the retail dealer can 
rest assured there will be no wide-open 
slashing of prices. As a matter of 
fact, some of the leading manufactur- 
ers of staple hardware are advancing 
prices on some lines and at the same 
time reducing values on others, so that 
the net change on everything carried by 
the retail trade is unimportant. Where 
there have been out-and-out declines 
since last reports, the manufacturers in 
a number of instances are guaranteeing 
prices against a further decline for 
stated periods, which cannot be con- 
strued as anything but conservative. 
The retail trade had a good Christ- 
mas business and there are a great 
many concerns throughout New Eng- 
land that are carrying very small 
stocks. Inventory-taking in their case 
will not be a difficult task. Just at the 
moment the general attitude of the re- 
tail trade appears to be a waiting one. 
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done in wheelbarrows. Stocks are in 
good condition and shipments can be 
made promptly when wanted but most 
of the orders are for spring delivery. 
The prices seem quite firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago; Common wood barrows, $4.50 each; 
contractors steel tray angle leg barrows, 
range up to $10 each. 

Washing Machines.—This is naturally 
the dull season for washing machines 
and no great amount of business is 
looked for until the recovery from holi- 
day spending. Prices are the same. 
Dealers and jobbers expect heavy 
spring sale. 


Wire Goods.—The changes in wire 
goods prices reported last week and 
consisting of a drop of 30c in galvan- 
ized barbed wire and a similar change 
in black annealed wire, are holding 
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That is, everybody is inclined to with- 
hold buying of fresh stocks until the 
price situation has grown more stable. 
How long such a policy can be main- 
tained is a matter of guesswork. Cer- 
tain it is, however, that the time is not 
far distant when retail dealers will be 
obliged to buy if they are to make 
money in 1921, because they have com- 
paratively little to offer customers. 
Then, too, if what the bankers in this 
section of the country say is true, there 
will be a pronounced increase in build- 


‘ing of homes during 1921 based on 


cheaper erection costs. More building 
means more business for the hardware 
dealer. 


Barbed Wire.—The readjustment of 
prices last week has failed to stimulate 
business, but this could hardly be ex- 
pected in view of the season. General 
opinion is, however, that the demand 
will materially improve before long. 
Some interests go so far as to predict 
an unusually large consumption of wire 
during 1921, this feeling being based on 
the facts that lumber is too costly to 
use for fencing, and the cost of labor 
too high to devote to stone wall work. 


We quote from jobbers’ stocks: Galvanized 
cattle wire, reels $5.75 per 100 lb; galvanized 
cattle cable, $5.75. Galvanized barbed wire, 
80 rod reels, $4.90 per reel; cable, $4.48 
f.o.b. Boston. Staples, $5.75 per 100 Ib. 


Bath Room Fixtures.—One of the 
leading New England manufacturers of 
bath room fixtures has issued a new list 
of prices which shows a reduction of 
approximately 10 per cent on certain 
things. 

Batteries.—Jobbers are optimistic re- 
garding the immediate future of the 
battery market. Most of them did a 
very large holiday business, thereby 
making a large reduction in stocks. 
They have placed additional orders 
with the manufacturers inasmuch as 
the latter are guaranteeing prices 
against a decline until March 1, at 
least. 


Batteries.—Leading makes standard tu- 
bular three-cell batteries, 50c. list; stand- 
ard two-cell. 35c. list; baby batteries 30c. 


Discounts: Less than unit packages, % per 
cent off list; unit packages, 40 per cent off 
list; 10 or more unit packages, 40 and 10 
per cent off list. 
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good. A satisfactory volume of busi- 
ness is being done. Future orders for 
wire cloth and poultry netting are com- 
ing in most satisfactorily and it seems 
to be the opinion of the trade that it is 
wisdom to buy these items now. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Black painted wire cloth, 12 mesh, 
$2.50 per 100 sq. ft. Orders will be ac- 
cepted at this price to be shipped after 
Jan. 1 and to carry March 1 dating. Poul- 
try netting galvanized before weaving, 59 
per cent off; galvanized after weaving, 45 
per cent off. The above prices are for 
direct factory shipment after Jan. 1 and to 
carry March 1 dating. Pou!ltry netting from 
jobbers’ stocks, no dating, galvanized be- 
fore weaving, 40-10 per cent off; galvanized 
after weaving, 40 per cent off; 100-lb. spool. 
galvanized cattle wire, $4.35 per spool; 80- 
rod spool galvanized hog wire, per 
spool; 100-lb. spool galvanized hog wire, 
$5.00 per 100 lb.: No. 8 black annealed wire, 
$4.15 per 100 Ib.: No. 8 galvanized plain 
wire, $5.15 per 100 Ib. 


Bulbs.—In less than unit lots, list; in 
unit lots, 25 per cent off list; 10 unit lots 
or more, 40 per cent off list. Retailers sell- 
ing $500 worth of bulbs per annum can se- 
cure contracts at slightly more favorable 
discounts. 

Bolts and Nuts.—Comparatively lit- 
tle stock has been moved out cf job- 
bing hands since last reports. Senti- 
ment as regards future prices appear 
a little more cheerful than it was a 
week ago, but the average supply of 
the jobber is too large for comfort. 

We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, %x4, smaller and 
shorter cut threads, 25 per cent discount; 
longer and larger, 20 per cent discount; 
with C. T. D. nuts, all sizes, list plus 10 
per cent; tap bolts, list plus 10 per cent; 
common carriage bolts, all sizes, lu per 
cent; stove bolts, larger lots, 50 and 10 
per cent; bolt ends, 20 per cent discount; 
nuts, H. P. square blank and square tapped, 
hexagon blank and tapped, list plus 3c.; 
Cc. P. Cc. & T. square blank and tapped, 
hexagon blank, list plus 5c.; extras of lc. 
to 5c. per Ib. are charged for less than keg 
lots. Semi-finished hexagon nuts, 40 per 
cent; finished case hardened nuts, 40 per 
cent. 

Bottles.—Landers, Frary & Clark, 
New Britain, Conn., manufacturers of 
the Universal, and the manufacturers 
of Thermos vacuum bottles as well, 
have reduced prices on their lines. In 
the case of the Thermos, 2 pint and 
pint bottles have been reduced 50c. each, 
pint and a half bottles 75c. and quart 
bottles $1, while half pint and pint fill- 
ers are 75c. each lower, and quart and 
pint and a half fillers $1.25 each. The 
pint carafes, jugs and food jars are 50c. 
each cheaper, the quart carafes and 
jugs 75c, and the quart food jugs $1. 
Prices on this line of vacuum goods are ‘ 
lower than they were before we entered 
the world war. The adjustment in the 
Landers, Frary & Clark line of goods is 
practically the same. No change in 
prices on all-steel bottles is reported. 

We quote from jobbers’ stocks: Thermos 
bottle, brown steel case, pints, $2.75 list; 
quarts, $4.75; Corrugated nickel, pints, 
$4.50; quarts, $5.75;; smooth nickel, pints, 
$4.50; quarts, $6.25. Discount 25 and 10 per 
cent. Ferrostat pints, black finish, $7.50; 
leather finish, $8; quarts, black finish, $10; 
2-qt. $15; quarts, leather finish, $11; 2-qt. 
$16. Discount 30 per cent. 

Hot Water Bottles.—Palco, No. 2, $3 each 
list; No. 3, $4.50; discount, 33% per cent; 
Cello, Bostonia, 3 pt., $1.25 each net; Genu- 
ine, No 200, $2.10; No. 250, $2.45; No. 300 

ou, 
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* Jugs.—Ferrostat, 1 qt. No. 404, Verde 
copper finish, $14 each, less 30 per cent dis- 
count, 


Bread Mixers.—One of the manufac* 
turers of a popular line of bread mixers 
has issued a new list, which shows a 
moderate reduction in prices on some 
numbers. 


Canned Heat.—Evidently a _ great 
many people gave canned heat outfits 
for Christmas presents, or at least lo- 
cal stocks would suggest so, for they 
are unusually small. Some of the re- 
tail dealers tell us that customers who 
put away their chafing dishes when 
wood alcohol became a_ luxury have 
dusted them off again, having found 
out that canned heat is obtainable at a 
reasonable price, and more economical 
than wood alcohol inasmuch as there is 
less evaporation. 


We quote from jobbers’ stocks: Sterno, 
$10.80 per gross, in any quantity; Theroz, 
$14.70 per gross in any quantity. Sterno 


cooking ware—No. 4001, stands with boiler, 
$2; tea kettle with tray, $2.75; folding 
stoves, single burner, $1.50; double burner, 
$2; discount 33% per cent. 


Theroz Cooking Ware—Paragon burners. 
10c. each; No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 per doz.; Continental 


(nickel) per doz.; blue flame _ stoves., 
two burners, $2.35 each; combination mess 
kits, $3.33 each. 


Chamois Skins.—An _ abroupt_re- 
adjustment in prices on chamois skins 
is noted, amounting on an average to 
about 40 per cent, but in a number of 
individual items to considerably more. 
This readjustment simply is in keeping 
with that through which leathers in 
general have passed. 

Cooking Ware (Glass).—Orders for 
glass cooking ware are relatively large. 
That is to say, retail hardware dealers 
apparently are reordering on this class 
of merchandise, whereas they are not on 
others. Nobody we have talked with 
since last reports had enough Pyrex to 
go around for the holiday trade, and 
quite a few have had requests for pie 
plates, cups, ete., since Christmas. 
Prices on this line of merchandise have 
been guaranteed against a decline until 
July, and according to the common be- 
lief here there is little likelihood of 
there being a decline for at least a 
year. The belief evidently is based on 
the inability of the manufacturers to 
keep up with demands made on them. 


We quote from jobbers’ stocks: Casse- 
roles, rounds, 1 qt., $1.75 each; 1%4-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-at., $1 each; 1%-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 
each. Cake dishes, 90c. each. Bread pans, 
$1 to $1.75 each. Custard cups, 25c. to 35c. 
each. Ramekins, 20c. each. Jobbers’ terms 
are 30 per cent off list. 


Drills.—Most of the manufactories of 
drills have been closed for a week or so 
because of stock-taking. In New Eng- 
land, at least, they are planning to re- 
sume operations Jan. 3, some of them 
on reduced working schedules to be 
sure. But taken as a whole, the man- 
ufacturers in this section of the coun- 
try take a cheerful view of the 1921 
market based largely on the fact that 
nobody has a large stock of their 
products. As to prices, there is noth- 
ing which indicates any reduction with- 
in the near future, but that will, of 
course, depend on business conditions. 
While the cost of steel is lower, labor 


HARDWARE . AGE 


is just as expensive as ever, and labor 
forms the lion’s share of the manufac- 
turing cost. 


We quote from jobbe rs’ stocks: 

Drills.—Carbon, sizes up to 1% in., 
tapered and straight shank, 40 per cent dis- 
count; bit stock drills, 45 per cent dis- 
count; center drills, 40 per cent discount; 
drills and countersinks combined, 10 per 
cent discount; ratchet drills, list; wood bor- 
ing brace, 45 per cent discount; high speed, 
\%-in. and under, plus 15, plus 10; up to 
1-in., plus 25, plus 10; 1 1/16-in., plus 30, 
plus 10. All other kinds of drills, 40 per 
cent discount. 


Reamers—Bit stock, 20 per cent discount; 


bridge sq. and T. S., standard makes, 55 
per cent discount; chucking, 20 per cent 
discount; taper pin, 25 per cent discount. 


Electrical Goods.—Landers, Frary & 
Clark, New Britain, Conn., have taken 
the initial step in readjusting prices on 
electrical goods, the decline in this case 
amounting to approximately 7 per 
cent to 10 per cent, it varying on vari- 
ous articles. It is believed that other 
manufacturers will take similar action 
within the immediate future. The 
manufacturers of electrical goods prior 
to the holiday trade were unfortunate 
in not securing raw materials in de- 
sired quantities. As a result they were 
unable to make deliveries as antici- 
pated and during the month before 
Christmas cancellations came in almost 
faster than they could handle them. 
These cancellations evidently were 
based on a belief that prices for elec- 
trical goods were to be lower. 

Food Choppers.—Two of the leading 
manufacturers of food choppers have 
reduced prices, in each instance about 
10 per cent. 

Galvanized Ware.—Galvanized ware 
is not moving as well as expected. The 
recent readjustments of prices by the 
manufacturers has evidently created 
more or less uncertainty among retail 
dealers. That is, they do not know 
whether they believe the market has 
reached the bottom or is going lower. 
And being in doubt, they are not: order- 
ing any more than actually obliged. 
This same attitude is taken by some of 
the jobbing trade. 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, with three trays, 
17x26-in., $4.50 each; 18x26-in., $5.52 each. 

Coal Hods.—Japanned, with wood handle, 


15-in., $4.24 per doz.; 16-in., $4.54; 17-in., 
$5.73; galvanized, with wood handle, 15-in. 
$6.44; 16-in., $7.08; 17-in., $7.65; 18-in., $8.33. 

Pails. —Eight- quart, $3. 70 per doz.; 10-qt. 
$4.19; 12-qt., $4.60; 14-qt., $5.16, heavier 
pails, 40-lb. to the doz., $6.74; 50-lb. to the 
doz., $8.67. 

Tune Cervantes, No. 200, $19.45 per 
doz.; No. 30 21.7 

Garbage Sr No. 1, $2.46 
per doz.; No. 2, $1.76; No. 4, $1.34. 

Goodell-Pratt Goods.—The Goodell- 


Pratt Co., Greenfield, Mass., has issued 
a new price list effective Jan. 1, which 
shows a slight readjustment on a few 
items. 

Iron and Steel.—Orders being re- 
ceived for iron and steel are small, but 
several of the heavy hardware houses 
say that these in the aggregate amount 
to a very satisfactory tonnage each 
week. The demand is confined very 
largely to small sizes, which for a long 
time were unavailable. Local stocks, 
generally speaking, are large, but not 
more so than they were a week ago. 
Prices apparently have reached a rest- 
ing place, temporarily, at least, and one 
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hears very little said regarding a 
ehange. Most of the heavy hardware 
houses feel fairly confident that busi- 
ness will show a gradual improvement 
from now on. 

We quote from jobbers’ stocks: 

lron.—Refined, $4.65 per 100 Ib. base; 
over 6-in. wide, $5.65; best refined iron, 
$5.50; Wayne, $8.50; band iron, $4.65; hoop 
iron, $6; Norway, $15. 

Steel.—Soft steel bars, $3.70 per 100 Ib.; 


base flats, $4.50 to $4.85; concrete bars, 
plain, $4; twisted, $4.25; angles, channels 
and beams, $3.70 to $3.80; tire steel, $5 to 
$5.50; open-hearth spring steel, $8.50; cru- 
cible spring steel, $14; steel bands, $4.65 
to $6.25; steel hoops, $6; cold rolled steel, 
$5.50 to $9.50; toe calk ‘steel, $7. 

Quantity’ differentials, lots under 1000 Ib. 
of a size, 35c. per 100 lb.; lots 1000 lb. to 
1999 lb. of a size, 15c. 

Jack Screws.—Local jobbers have 


marked down prices on jack screws a 
little more than 5 per cent following a 


similar reduction in manufacturers’ 
lists. 
Lunch Kits—The two leading 


makers of lunch kits have issued new 
lists, which show an average reduction 
on certain kinds of approximately 10 
per cent. 

Millers Falls Goods.—The Millers 
Falls Co., Millers Malls, Mass., has is- 
sued a new list which is effective Jan. 
1. This list contains remarkably few 
changes, some of them up and others 
down. Some makes of drills, for in- 
stance, have advanced. Slow selling 
merchandise, however, generally is 
lower, but not very much so. 


Nails.—Cut nails have been reduced 
50c. per keg to $7 base. The American 
Steel & Wire Co., Worcester, Mass., 
during the past week has made heavy 
shipments of wire nails to this market, 
consequently the jobbers will be able to 
fill many back orders within the imme- 
diate future. Other nail manufactur- 
ers also are making better shipments 
and the situation is easier than it has 
been before in considerably more than 
a year. It will be some time, however, 
before all requirements are filled. 

We quote from jobbers’ stocks: Wire 
nails, per keg, #.75 to $6 base; coated wire 
nails, $5 per keg base; cut nails, $7 per keg 
base, with the Tremont schedule of extras. 

Pocket Knives.—One popular selling 
brand of pocket knives has been re- 
duced all of 10 per cent. Manufactur- 
ing costs are practically’ the same as 
they have been, and the reduction an- 
nounced this week was made wholly 
for the purpose of stimulating busi- 
ness. The reduction simply means that 
the manufacturer’s profit will be 
brought down to smaller proportions. 


Pulleys.—The Dodge Sales & Engi- 
neering Co., Oneida, N. Y., has issued a 
new list on split and steel pulleys 
which shows a reduction of about 10 
per cent. Another important pulley in- 
terest is expected to take similar action 
at once. 


Razors.—Prices on Genco razors 
have been reduced 10 per cent, and it is 
intimated that other makers of open 
blade razors will take similar action. 
The market on safety razors is quiet 
and general opinion as to prices in the 
future are somewhat mixed, conse- 
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quently local jobbers do not anticipate 
much business unti Ithe situation is 
clearer. 

Screws.—The recent reduction in 
prices on ironwood screws has failed 
to bring out more buying orders from 
retail dealers, but an increase in business 
could hardly be expected at this time. 
Manufacturers are hopeful regarding 
the future; jobbers are saying nothing, 
but watching developments; while retail 
dealers we have talked with since last 
reports anticipate still lower prices. 
The retail dealers, however, admit that 
even a slight increase in the demand 
might entirely change their viewpoint. 


We quote from jobbers’ lists: Wood 
screws, flat head bright, 70 per cent dis- 
count; flat head blued, 70 and 5 per cent 
discount; round head blued, 67% per cent. 
discount; flat head brass, 60 per cent dis- 
count; round head brass, 57% per cent dis- 


count; flat head brass plated, 62% per cent 
discount; round head nickeled, 55 per cent 
discount; flat head nickeled, 55 per cent 
discount; flat head galvanized, 52% per 


cent discount. 

Coach screws, 35 per cent discount; set 
screws, 40 per cent discount; cap screws, 
square and hexagon, list, also 33% per cent 
discount; fillister, net list; flat and round 
cap, list plus 10 per cent discount; iron ma- 
chine screws, flat and round head, 40 per 
cent discount; fillister, 30 per cent dis- 
count; flat and round head brass, 30 per 
cent discount; fillister 25 per cent discount. 

Sheets.—There is just enough doing 
in sheets, according to the heavy hard- 
ware houses, to keep interest alive. 
While the supply situation is much bet- 
ter than it was two months ago, the 
market is by no means over-stocked, 
consequently the market generally is 
termed as firm. 


We quote from jobbers’ stocks: No. 10 
blue annealed sheets, $5.90 per cwt., base; 
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No. 28 black sheets, $8.15 base; No. 28 


galvanized sheets, $9.50 base. 

Spring Balances—The market on 
spring balances and scales is reported 
as barely steady, one of the leading 
manufacturers having just issued a new 
price list which shows a slight modifi- 
cation on some numbers. 


Stanley Works Goods.—The Stanley 
Works, New Britain, Conn., has issued 
a new price list, which shows an aver- 
age decline of approximately 10 per 
cent. The plant of this corporation 
has been closed for stock-taking pur- 
poses, but will resume operations next 
week. 

Vacuum Cleaners.—Prices on _ the 
various kinds of vacuum cleaners as far 
as can be discovered are unchanged. 
The year 1920 was a record breaker in 
point of sales for this class of mer- 
chandise, but at the moment the de- 
mand is of small proportions. Manu- 
facturers in a majority of instances are 
operating their plants with reduced 
forces and on reduced time rather than 
make a reduction in prices at this time. 
The cost of small motors has not been 
reduced and this is a large item in 
vacuum cleaner manufacture. For this 
reason some of the cleaner manufac- 
turers do not see their way clear to re- 
duce prices. 

Washing Machines.—The new list is- 
sued by Landers, Frary & Clark, New 
Britain, Conn., shows no change in its 
price on washing machines. Its price 
is $195 less 30 per cent discount, which 
price was made in November. 
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Office of HARDWARE AGE, 
1002 Park Bldg., Pittsburgh, Pa. 
Jan. 3, 1921. 


ij EPORTS so far received, which 

come chiefly from the smaller 
retailers and do not include many of the 
large department stores, indicate that 
the holiday buying in hardware was 
well up to the average of the past two 
years, both in volume and value. The 
past week, however, has seen a consid- 
erable falling away ‘in purchases both 
by consumers and retail dealers. Stock- 
taking is the order of the day in both 
retail and jobbing circles and until this 
is completed and the trade at large 
knows how it stands, business is likely 
to rule dull. There has been something 
of a-flood of new price-lists in the past 
we.k and in practically all cases lower 
prices than previously in effect have 
been announced. 

Among the more important reduc- 
tions which have recently come out are 
a complete revision of prices of per- 
colators, electric irons and toasters, 
vacuum bottles and lunch kits by Lan- 
ders, Frary & Clark, restoring the 
prices in effect at the beginning of 1920, 
and a substantial revision downward 
in malleable, wrought iron and cast iron 
fittings. Some makers of aluminum 


ware who advanced prices sharply dur- 
ing the period when demands were 
heavy and raw materials were not avail- 
able in sufficient quantities to enable 


them to keep abreast of their orders, 
have put their prices back to where 
they were prior to the increase. Some 
cuts also have been made in a number 
of articles classified as builders’ hard- 
ware. Brass goods do not seem to be 
much affected by the fact that copper 
metal to-day is lower in price than it 
was in 1914. Files are holding firmly 
in price and there is little sign of any 
immediate cut in saws, due to the fact 
that as yet makers of tool steel have 
not yet followed to any appreciable ex- 
tent the recent price revision in general 
steel lines. New price lists have been 
issued by the Stanley Rule & Level 
Co. and the Millers Falls Co., but out- 
side of a slight reduction in iron levels 
and planes by the former, new prices 
show practically no change from the 
old ones. Wooden goods produced by 
the Stanley Rule & Level Co. are un- 
changed or slightly higher than they 
have been. 

The final week of the year has been 
marked by extreme dullness in the steel 
market and also by a decline to the 
corporation levels by independent com- 
panies on practically all products which 
the independents had been holding at 
above the quotation of the leading in- 
terest. All producers of wire products 
now are quoting nails at $3.25 base per 
keg, Pittsburgh, and plain wire at $3.25 
base per 100-lb. Pittsburgh, and the in- 
dependent companies have abandoned a 
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card of extras on wire adopted a few 
months ago in which extras for size be- 
gan with No. 8 gage. The American 
Steel & Wire Co. did not adopt this 
card, including all gages up to No. 9, 
in the base price. Now all companies 
are including No. 9 gage wire in the 
base price. The independent interest 
which has been quoting hoops and bands 
at 3.50c. base in the past week receded 
to the corporation level of 3.05c. and 
the only steel product on which inde- 
pendent companies are quoting a higher 
price than that of the Corporation is 
pipe. Independent makers of tubular 
goods, however, have been getting a 
good many suspensions and cancella- 
tions lately and this is considered to 
be a forerunner of a reduction, at least 
to the National Tube Co. discounts, by 
the independent manufacturers. 

Steel plant operations hardly exceed 
fifty per cent of capacity despite the 
fact that the several subsidiaries of 
the Steel Corporation are running prac- 
tically full. So many independents are 
idle or running at a very reduced rate, 
that the average necessarily is low. Al- 
though the Corporation has had a good 
deal of business suspended and also has 
received some cancellations, it still has 
fully six months’ business on its books. 
Independent companies start the new 
year in no such strong position with re- 
gard to orders and the opinion is fairly 
general that for a time during the fore 
part of the year the Corporation prices 
will represent the top instead of the 
bottom of the market. 


Aluminum Ware.—There has been no 
general reduction in prices but several 
companies which made advances during 
the past year have cancelled them and 
in general the market is starting the 
new year at about the same levels as 
ruled at the beginning of 1920. The 
price revisions which have been made 
constitute reductions ranging from 10 
to 12% per cent from the prices pre- 
viously quoted by the companies mak- 
ing them. 

Automobile Accessories.—Business is 
light and the more general report about 
holiday demands is that they were 
rather disappointing. The situation in 
tires still is very much the same as for 
some time back. 

Bars.—Another cut has been an- 
nounced by Pittsburgh makers of iron 
bars, this time of $4 per ton, making 
the carload price on refined bars 4.25c. 
at mill, and this change has been ac- 
companied by a similar reduction in 
jobbing quotations, which now stands 
at 4.75c. for the base sizes. Some job- 
bers still are holding steel bars at 3.35c. 
from warehouse for the base sizes, but 
the steel companies maintaining ware- 
houses here are quoting 3.10c. and sup- 
plies are so ample that buyers would 
not have to go higher to secure accom- 
modation. 

We quote from warehouses, steel bars 
$3.10 to $3.35 per Ib. for the base sizes, 
with the usual mill differentials for other 
sizes, shafting, rounds, 4.85c; to 5c. 


squares, flats and hexagons, 5.35c. to 5.85c., 
iron bars, 4.75c. per lb. base. 


Bolts, Nuts and Rivets.—The supply 
situation certainly is growing easier 
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and this finds reflection in increases in 
the discounts by jobbers. 


We quote from jobbers’ stock: Machine 
bolts, % x 4-in. and smaller, 40 per cent 
off list; larger and longer, 30 per cent off 
list; carriage bolts, % x 6-in. and smaller, 
30 per cent off list; other sizes 25 per cent 
off list; stove bolts, 60 to 60, 10 and 5 per 
cent off list; nuts, hot-pressed, list plus $2; 
coldpunched, list plus $4; track bolts, $8.50 
to $9 base per keg. Large rivets, $5.50 
base per keg; small rivets, 40 to 40 and 19 
per cent off list. 

Builders’ Hardware.—Strap and T 
hinges and wrought butts have been re- 
duced about ten per cent and there has 
been a cut of 25c. per 100-lb. in sash 
weights, which jobbers now are quoting 
at $3 per 100-lb. while door-hangers 
have been marked down 10 per cent. 
No change has taken place in bronze 
or brass goods due to the fact that 
these lines for some time have been 
slow of sale and did not share in the 
advances in most lines of builders’ hard- 
ware. 


Copper Products.—A reduction of 10 
per cent has just been announced in 
copper bull-rings. 

Cotton Products.—Prices still are on 
the decline and the past week has seen 
a further drop in cotton mops and a cut 
of 12'% per cent in miners’ blast fuses. 

Cut Nails—The Reading Iron Co., 
effective Dec. 18, reduced its prices to 
5c. base f.o.b. Birdsboro or Pottstown, 
Pa., in carload lots, and 5.25c. in less 
than carload. This is a drop of a full 
cent a pound from the previous base. 


Domestic Appliances. — Landers, 
Frary & Clark have issued a new list on 
its various universal appliances which 
restores the prices in effect January 1, 
1920, on percolators, electric irons and 
toasters. 

Fittings.—New lists have been issued 
by most manufacturers who had been 
quoting above the prices of the Crane 
Co. These lists show a decline of 23 
per cent in classes B. and C. malleable 
fittings and of 35 per cent in class A. 
fittings. Malleable unions are down 8 
per cent; wrought iron nipples 5 per 
cent and cast iron bushings 10 per cent. 

Hose Fittings.—Nozzles, connections 
and ends in brass still are high in price 
and not easily obtained, notwithstand- 
ing the very low level of copper metal. 

Malleable Mop Sticks.—Prices have 
been cut 20 per cent. 

Mechanics’ and Carpenters’ Tools.— 
Iron levels and planes have been re- 
duced slightly in a new list just issued 
by the Stanley Rule & Level Co. These 
constitute the only important variations 
from the old list which is generally 
maintained on wooden goods made by 
this company. The new list of the 
Millers Falls Co. shows practically no 
change from the old one. Saws and 
other carpenters’ tools are holding at 
the old prices and a letter sent out 
by the leading manufacturer suggests 
little possibility of any immediate 
change. 

; Metal Binding.—Prices of brass seam 
binding and of zinc oilcloth binding have 
been reduced 10 per cent. 


Pipe.—Jobbers are getting better 
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shipments of orders for steel pipe and 
have further increased the discount. 
The base sizes, % to 3-in. of steel pipe 
now are quoted at 49 per cent off list 
for black and 34 per cent off list for 
galvanized. No change has taken place 
in wrought iron pipe with the base sizes 
from % to 1%-in. quoted at 16% per 
cent off list for black and list plus 1% 
per cent on galvanized. 

Sheets.—Business is at a standstill 
and the recent cut in prices by jobbers 
does not seem to be materially helping 
the demand. Although considerable in- 
dependent capacity is idle jobbers are 
getting rather heavy shipments. 

We quote from warehouse: One pass 
cold-rolled black sheets, 5.95c. per Ib. base, 
Pittsburgh; galvanized, 7.30c. base; blue 
annealed, 5.15c. base; 2%-in. corrugated 
galvanized sheets, 6.35c. per square. 

Tin Plate.—The market is practically 
dead and all difficulty attending the se- 
curing of supplies are a thing of the 
past. Prices are at the lowest level of 
the year and no more than steady. The 
mills are carrying over considerable 
1920 business in container tin plate and 
consumers are likely to fall back on 
these supplies rather than make heavy 
new purchases at least for first quar- 
ter delivery. This may possibly lead 
to some cutting of prices when mills 
begin to run out of present orders. 


We quote from warehouse: Standard coke 
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tin plate, $9.50 per base box: roofing ternes, 
20 x 28-in., 40-lb., i.e., $26.05. 


Vacuum Bottles and Lunch Kits.— 
Landers, Frary & Clark have issued 
new price lists re-establishing the quo- 
tations in effect at the beginning of 
1920. 

Wire Products.—Those independents 
which failed to follow the recession by 
the Jones & Laughlin Steel Co. to 
American Steel & Wire Co. quotations 
have done so in the past week. All 
companies now are quoting nails at 
$5.25 base per keg Pittsburgh and plain 
wire at $3.25 base per 100-lb. Pitts- 
burgh, and the independent companies 
which a few months ago adopted a new 
card of extras on wire, taking No. 9 
gage out of the base sizes, have gone 
back to the old card which includes that 
size in the base price. Uniform mill 
quotations obviate the necessity of dou- 
ble quotations by jobbers. 


We quote from jobbers’ stocks: Wire 
nails, $3.90 base per keg; annealed wire, 
base sizes, $3.90 per 100 Ib.; galvanized 
wire, $4.60; galvanized barbed wire, $4.75; 
wire brads, 60 to 70 per cent off list: woven 
wire ‘fencing, out of stock, 50 per cent off 
list. 

Wire Rope.—Plow steel grade is 


slightly easier, now being quoted from 
30 to 30-10 and 5 per cent off list. No 
change is noted in Crucible Steel grade 
which holds at 171. to 174,—10 and 5 
per cent off list. 


CINCINNATI 


604 Mercantile Library Building, 
Cincinnati, Ohio, Jan. 1, 1921. 

6 ren year just closed in the hardware 

trade was, from the standpoint 
of business transacted at least, a very 
satisfactory one. From reports re- 
ceived by the HARDWARE AGE sales ran 
well ahead of last year, and even with 
the general depression existing toward 
its close, the hardware trade seems to 
have been very little affected. Looking 
back the trade had to content with some 
difficult problems during the year, the 
chief of which was the shortage of 
goods. It is safe to say that sales would 
have been far ahead of any previous 
year if the goods had been available. 
Delay in filling orders by manufactur- 
ers, coupled with transportation trou- 
bles, largely accounted for the fact that 
sales did not reach new record figures, 
but these conditions are now of the past 
and the hardware men generally are 
looking forward to the future with the 
greatest confidence. 

During the past two weeks business 
has been good, and dealers handling 
holiday goods report sales fully equal 
and in many cases above those of last 
year. The general run of business con- 
tinues good, despite the fact that the 
holiday season is now over, and if sea- 
sonable weather sets in the winter sea- 
son promises to be a good one. 

This week will naturally be a dull 
one, as all branches of the trade are 
busy with inventories Despite general 
conditions, johbers and dealers report 
business as being on a par with other 
une periods. Everything is being got 
in readiness for next year, and judging 


from the confidence displayed by deal- 
ers and jobbers alike those in the trade 
need have no fears. 

Deflation is proceeding gradually, and 
where price changes are received they 
are being put into effect at once. From 
all appearances there is no intention on 
the part of the trade to hold stocks for 
high prices. The attitude seems to be 
to move the stock in order to be in a 
position to replenish at the lower levels. 
The hardware man is proving himself 
a good sport, and is prepared to take 
his lesses at once and thus hurry the 
period when business can be carried on 
along normal lines. ; 

The price tendency is, downward, 
though only a few reductions have been 
announced since last report. These have 
all gone into effect. More readjust- 
ments are expected to come in after the 
first of January, and it is expected that 
deflation will practically be complete 
before the first of March. According 
to all signs, drastic reductions in prices 
can not be looked for, and judging from 
those being received, it is doubtful if as 
a general thing prices on hardware will 
be 15 per cent lower than those pre- 
vailing at the peak of the price situa- 
tion. 

Automobile Accessories.—This line 
is dull, but with more _ seasonable 
weather is expected to show some ac- 
tivity in winter accessories. Prices as 
a rule remain at previous levels. The 
manufacturers of Vulcan springs have 
reduced their prices about 25 per cent, 
with a corresponding reduction in the 
discount rate to dealers. This will en- 
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able dealers to make a better profit on 
this line of springs. While conditions 
at the moment are not of the best, no 
fears are felt as to the future, and it 
is anticipated that spring business will 
be fully up to that of last year. 

Builders’ Hardware.—This line is sea- 
sonably quiet, but the prospects for the 
new year, are, according to jobbers and 
dealers, very good. There is no doubt 
that a large amount of building will be 
done in the next twelve months as 
prices of materials are now much lower 
than for some years, and labor condi- 
tions are also in more satisfactory 
shape. Up to date no price changes of 
any consequence have been reported, 
but according to some people who claim 
to have good information, it would not 
be surprising if a reduction of approx- 
imately 10 per cent were to be an- 
nounced shortly. Jobbers and dealers 
have good stocks of builders’ hardware, 
and are in good shape to take care of 
all demands made upon them. 

Bolts and Nuts.—Some good sized 
orders for bolts and nuts were placed 
with local jubbers by some of the rail- 
roads this week, and structural steel 
shops also have been good buyers. The 
result is that certain sizes are com- 
pletely out. No further price changes 
have been announced, and jobbers still 
quote: 


Machine bolts, small sizes, 35 and 10 off; 
larger sizes, 30 and 10 off; carriage bolts, 


smaller sizes, 30 and 10 off; larger sizes, 
20 and 10 off; stove bolts, 50 and 10 off 
semi-finished nuts, 9/16 and smaller, 50 


and 10 off; larger sizes, 45 and 10 off. 
Carpenters Wrecking Bars — New 
prices have been put into effect on car- 
penters’ wrecking bars, the reduction 
approximating 10 per cent. 


Jobbers now quote: 24-in., $4.00 per doz.; 
30-in., 4.50 per doz. 


Coal Hods.—Colder weather has had 
the effect of stimulating sales of coal 
hods, and during the week some nice 
business has been done. While it is 
expected that prices may eventually go 
lower, this is not expected to occur be- 
fore orders are placed for next winter’s 
supply. Last week’s prices continue to 
rule, as follows: 


Japanned open hods, 17-in., $6.00 per 
doz.; 18-in., $6.75 per doz.; japanned open 
hods, 17-in., $7.50 per doz.; galvanized open 
hods, 17-in., $9.00 per doz.; 18-in., $9.75 per 
doz. ; galvanized funnel hods, 17-in., $10.90 
per doz.; 18-in., $11.90 per doz. 

Eaves Trough and Conductor Pipe.— 
Hardware dealers who operate sheet 
metal working establishments report 
business as good. They anticipate quite 
a bit of outside work now that wintry 
weather is here, and are taking in 
enough stock to take care of their 
needs. Prices show no change from 
those previously quoted, these being as 
follows, 

28-ga. 5-in., lap joint, 
trough, $7.50 per 100 feet; 
rugated conductor pipe, 


3-in. corrugated conductor elbows, 
doz. 


Galvanized Ware.—This line remains 
unchanged, with a fair demand. No 
further price declines are reported, — 
jobbers quote as follows: 


Galvanized steel sheets, 7c. Ib.; 
ized pails, 10-qt., $4.00 per doz.; 
14-qt., $4.90 per doz.; 
galvanized wash tubs, 


single 7 eaves 

28-ga -in. cor- 
$7 .00 per “100 feet; 
$2.16 per 


galvan- 
12-qt., 
16-qt., 
No. 


$4.45 per doz.; 
$6.00 per doz.; 
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0, $9.25 per doz.; No. 1, $11.35; No. 2, $14.00; 
No. 3, 15.00. 


Ice Skates.—The holiday sales of ice 
skates were very satisfactory, and it is 
doubtful if there will be enough locally 
to go around, that is, of course, if the 
weather continues as at present. 

Lanterns.—Sales continue fair, with 
stocks in better shape since shipments 
arrived during the week. Red lanterns 
continue scarce. Prices are unchanged. 


Jobbers quote: Wizard, Blizzard and 
Buckeye Dash, $14.25 per doz.; Monarch tin, 
— per doz.; Eureka Driving, $19.00 per 
OZ. 


Linseed Oil.—Another drop in the lo- 
cal market was registered during the 
week, this time of 10c a gallon, and job- 
bers are now quoting: 


Raw linseed oil, in single barrels, 92c. 
a gallon; $1.07 a gallon in lots of 1 to 9 
gallons. . 


Nails.—The supply of nails is con- 
stantly on the increase, and jobbers are 
now pretty well able to take care of the 
trade. Shipments are coming through 
from mills in better shape. It is re- 
ported that a hardware jobber in this 
district has purchased 20,000 kegs of 
nails from an independent mill at the 
same prices as the American Steel & 
Wire Co. are quoting. Local jobbers 
report business fair at the recently re- 
duced price, Nails costing $3.25, Pitts- 
burg, with a freight rate of 33c per 100 
lbs. are quoted at $4.00 per keg by Cin- 
cinnati jobbers. 

Rivets.—Some activity is reported in 
rivets, and some sizes were in partic- 
ular demand the last week by -struc- 
tural iron workers. Prices are un- 
changed. 


Jobbers quote 40 per cent off list on all 
sizes. 
of 


Revolvers.—The wave crime 
sweeping throughout the country has 
resulted in large sales of revolvers, one 
dealer downtown reporting its stock al- 
most exhausted. 

Roofing Paper.—No further price 
changes are reported, and it is the gen- 
eral opinion among the trade that 
prices have about reached the bottom. 
The demand is only fair, and stocks are 
in good shape. 


Jobbers quote: MHoldfast, 1-ply, $1.40 per 
roll; 2-ply, $1.80 per roll; 3-ply $2.20 per 
roll; Standard, 1-ply, $1.30 per roll; 2-ply, 
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3-ply, $1.90 per roll. Red 
rosin roofing paper, in 20-lb. rolls, is quoted 
at 90c. per roll; 25-lb. rolls at $i. 15; 30-Ib. 
rolls at $1.40; and 35-lb. rolls, at $1.65. 
Slate surface roofing $2.40 per roll. 

Stoves and Stove Pipe.—Colder 
weather has stimulated buying on the 
part of those who had intended holding 
off for lower prices, and scales have 
been very good. Gas heaters also have 
been active. Sales of stoves has been 
reflected by increased activity in stove 
pipe. Stocks are in good shape to meet 
all demands. 

Jobbers quote: 3-in. stove pipe, 18c. per 
joint; 4-in. 19%c. joint; 5-in., 22c. joint; 
6-in., 25c. joint; 7-in., 28c. joint. 3-in. el- 


bows, $2.00 per doz.; 4-in., $2.15 per doz.; 
5-in., $2.25; 6-in., $2.75; 7-in., $3.75. 


Sash Cord.—The price of sash cord 
has undergone another drastic cut, and 
jobbers are now quoting braided sash 
cord at 38 to 40c per Ib. 


Stove Boards.—Sales of stove boards 
have been very good during the past 
two weeks. Stocks are in fair shape to 
take care of all demands, being reple- 
nished from time to time by shipments 
from manufacturers. No price changes 
are reported’ 


Jobbers quote: Wood lined crystal stove 
boards, 24x24 in., $14.20 per doz.; 26x26, 
16.70 per doz.; 28x28, $19.50 per doz.; 30x30, 
22.00 per doz.; 33x33, $26.50 per doz.; 36x36, 
31.60 per doz. Full case lots take a dis- 
count of 5 per cent from above prices. 

Screws.—No changes are reported 
since last report. The demand is fair, 
and stocks are good. 

Jobbers quote: Coach screws, 40 and 10 - 
per cent off list; set screws, 35 and 10 off; 
cap screws, 30 and 10 off; wood screws, 
70 and 20 off. 

Turpentine.—The market is weaker, 
and prices are off about 30c since last 
report. Jobbers are now quoting: 


$1.60 per roll; 





Turpentine in single barrels, $1.15 per 
gallon; in 1 to 9 gallon lots, $1.30 per gal- 
lon. 


The McKinney Mfg. Co., Pittsburg, 
has notified the trade that a reduction 
of approximately 10 per cent has been 
made in all their lines, effective at once. 

The Reading Saddle & Mfg. Co., 
Reading, Pa., announce a reduction of 
10 per cent on their products effective 
at once. 

I, X. L. galvanized pumps and tubing 
have been reduced approximately 10 
per cent. 


TWIN CITIES 


3725 Colfax Ave. South, 
Minneapolis, Minn., 
December 27, 1920. 


—— dealers in general re- 
port a very fair amount of Christ- 
mas trade, about as much as could be 
expected on account of the unusual 
mild weather prevailing until three 
days before Christmas. While the vol- 
ume of purely Christmas trade was 
probably not as large as last year, yet 
it was in excess of pre-war times. 

If dealers would compare their pres- 
ent business with the 1914 and 1915 
business they would find that they were 
doing a really big business. Such an 
exceptional year as 1919 and early 1920 
is not a fair basis of comparison as it 
could not be expected to continue inde- 
finitely. Until his business drops below 


that of the prewar period, no dealer 
has any reason to feel pessimistic. 

The dealer expects and wants prices 
to drop and he must expect his total 
volume of business to drop nearly in 
the same proportion to prices. 

Jobbers’ sales are, as usual, light at 
this time of the year, as it is between 
seasons and inventory. All of the job- 
bers are optimistic about future busi- 
ness, and there is every reason to be- 
lieve that there will be a fair amount 
of Spring business, 

Price changes are few in number and 
none of them such as to seriously effect 
the hardware dealer, or necessitate his 
selling any merchandise at a loss. 

Automobile Necessities.—There has 
been a fair amount of business in Win- 
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ter items, such as chains, radiator cov- 
ers, heaters, robes, etc., but not up to 
the usual volume. 

Builders’ Hardware—Being at the 
close of the year there is very little 
activity in this line at present, but the 
outlook for Spring business is good. 

Axes.—Business can be considered 
as only fair, as it is rather late in sea- 
son for this item, No price changes. 


We qote from jobbers’ stocks: Single 
bit, base weights, $16.50 per doz.; double 
bit, base weights, $21.50 per doz. 

Ash Sifters.—Sales light. Season 


practically over. No price changes. 


We quote from local jobbers’ stocks: 
Wood square, $4.50 doz.; metallic round, 
$4.75 doz.; wood barrel, $15 doz. 


Bale Ties.—Jobbers advise business 
in ties very slow. No price changes. 


We quote from local jobbers’ stocks: 
60-5 per cent from standard lists. 


Bolts.—Stocks are gradually getting 
into good condition because of improved 
factory conditions and small demand on 
Jobbers’ stocks. There has been a fur- 
ther rather heavy decline in bolts. 


We quote from local jobbers’ stocks: 
Small carriage bolts, 30 per cent; large 
earriage bolts, 25 per cent; small machine 
bolts, 40 per cent; large machine bolts, 
30 per cent; stove bolts, 55 per cent; 
lag screws, 45 per cent; plow bolts, 20 per 
cent. 

Coal Hods.—The bulk of the sales for 
this item is no doubt over with and very 
little further business can be expected. 
No price changes. 


We quote from local jobbers’ stocks: 
Japanned 17-in. open, $5.20 doz.; japanned 
18-in. open, $5.50 doz.; japanned funnel 17- 
in., $6.55 doz.; japanned funnel, 18-in., 
$7.20 doz.: galvanized open, 17-in., $8 doz.; 
galvanized open, 18-in., $8.75 doz.; galva- 
nized funnel, 17-in., $9.90 doz.; galvanized 
funnel, 18-in., $11.70 doz. 


Eaves Trough Conductor Pipe and 
Elbows.—Very little activity reported 
in this line at this time, as it is off-sea- 
son. No price changes made. 

We quote from local jobbers’ stocks: 
Eaves trough, 28-ga., 5 -in. lap joint, single 
bead, $9.50 per 100 ft.: conductor pipe, 28- 
ga., corrugated, 3-in., $9 per 100 ft.; elbows, 
3-in. corrugated, $2.16 per doz. 

Files.—Business rather dull in line 
with other items, the sale of which is 
largely to small manufacturing plants. 
No price changes. 

We quote from local jobbers’ stocks: 
Nicholson files, 45.5 per cent; Riverside 
and Arcade brands, 50-10 per cent. 

Galvanized Ware.—Sales remain very 
slow on all of these items. There has 
been no further price reduction. 


We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $10.95 per 
doz.; standard No. $12.30 per doz.; 
Standard No. 3, $14.35 per doz.; Heavy 
galvanized No. 1, $24.00 per doz.; Heavy 
No. 2, $26.50 per doz.; Heavy No. 3, $28 
per doz.; Standard 10-qt. galvanized pails 
$3.85 doz.; Standard 12-qt. $4.20 per doz.; 
standard 14-qt., $4.70 per doz.; standard 
16-qt. stock, $7.20 per doz.; standard 18-qt. 
stock, $8.35 per doz. 


Glass 





and Putty.—Sales remain 
fairly active in this line. No price 
changes. 
We quote from local jobbers’ stocks: 


76 per cent and 78 per cent from standard 
lists. Putty, 5%c. per Ib. 

Lanterns.—Business in this item is 
not up to the usual volume at this sea- 
son of the year. Prices remain firm as 
last quoted, 

We quote from local jobbers’ stocks: 
Tubular long globe or short globe, $13 per 


doz.; tubular dash, $17.60 per doz.; Dietz 
Cold Blast No. 2, $14.25 doz. 
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Nails.—Jobbers are now rapidly ac- 
cumulating a stock, and while they 
would undoubtedly have preferred to 
delay the receipt of stocks until after 
the first of the year, the fact that stocks 
are getting into shape will be of great 
benefit when the Spring building season 
opens. During the past year building 
activities were greatly hampered and 
delayed on account of shortage of 
nails. No further price changes have 
been made or are likely to be made for 
some time. 

We quote from local jobbers’ stocks: 
Standard wire nails, $4.85 per keg base; 
Coated, $4.35 per keg base. 

Paper.—Stocks are now in good con 
dition. Sales are very light. No fur- 
ther price changes have been made. 

We 
f.o.b.: 
cwt.; 


quote from local jobbers’ stocks: 
3arrett’s No. 2 tarred felt, $4.15 per 
3arrett’s threaded felt, 500-ft. rolls, 
$2.08 per roll; Slater’s felt, $1.39 per roll; 
No. 20 red rosin, 97c. per roll; No. 25 red 
rosin, $1.20 per roll; No. 30 red rosin, $1.45 
per roll. 

Registers.—Business is very light in 
this line. This is no doubt largely due 
to the popularity of the so-called Pipe- 
less Furnace, which required only one 
large register. The price on Registers 
after having advanced only two weeks 
ago from 20 per cent to 10 per cent 
from list, has now as suddenly dropped 
from 10 per cent to 30 per cent from 
list. 

Rope.—There is very little sale for 
rope in this territory at present. No 
price changes. 


We quote from local jobbers’ stocks: 
Columbian manilla rope at 20%c. lb. base; 
Columbian sisal, at 184c. lb. base. 

Sandpaper.—Very little activity re- 
ported in this entire line, due to small 


amount of construction work being 
done. No price changes. 

We quote from local jobbers’ stocks: 
Best grade No. 1, per ream, $7.20; second 
grade, No. 1, per ream, $6.50. 

Screws.—Jobbers’ stocks are now 
getting into better condition. Sales are 


rather light as is to be expected at this 


time. Prices remain firm as _ last 
quoted. 
We quote from local jobbers’ stocks: 


Flat-head bright screws, 70-10 per cent; 
round-head blued screws, 6714-5 per cent; 
flat-head japanned screws, 62%-5 per cent; 











flat-head brass screws, 50-5 per cent; 
round-head brass screws, 47% per cent; 
iron machine screws, 60 per cent; brass 


machine screws, 40 per cent. 

Sidewalk Scrapers and Snow Shovels. 
—The heavy snowfall and cold weather 
which came about a week ago has 
greatly stimulated the demand for both 
of these items. Price remains as last 


quoted. 

We quote from local jobbers’ stocks: 
Steel sidewalk scrapers, $4.10 doz.; wood 
straight handle snow shovels, $5.75 doz.; 


steel blade straight handle, $6.80 doz.; gal- 
vanized steel blade, D-handle, $14.40 doz. 





Solder.—Nothing seems to stimulate 
the dullness in the Solder market, 


which has prevailed for several months. 
Prices remain as last quoted. 


We quote from local jobbers’ stocks: 
half and half, 29 cents per Ib 
Steel Sheets.—Jobbers have accu- 


mulated a fairly complete stock, so that 
it is possible to get nearly all sizes and 
weights. The price change made a few 
weeks ago will no doubt stand at least 
until April First. , 


121 
We quote from local jobbers’ stocks: 
28-ga. Black sheets, $6.35 per cwt.; 28-ga. 


Galvanized sheets, $7.70 per cwt. 

Stove Goods.—Jobbers’ st»cks are in 
good condition. The heaviest demand is 
over for this season. Sales have been 
good. There has been a decline on 
stove pipe from 25 cents per joint to 19 
cents, Other items show no change. 


We quote from local jobbers’ stocks: 
Stove Boards crystallized 28 x 28, $18.85 per 
doz.; 30 x 30 at $21.20 per doz.; 36 x 36 at 
$30.50 per doz.; Stovepipe 28-ga. 6-in. uni- 
form blued, 25 cts. per joint. Elbows, com- 
mon corrugated, $2.00 per doz.; adjustable 
charcoal iron, 6-in., $2.70 per doz. Dampers 
cast iron, wood or coil handles, $2.10 per 
doz.; Stove shovels 15-in. Japanned, .70c. 
doz.; 19-in. Round Handles, $1.65 per doz. 

Tin Plate—Demand is very light. 
Stocks are in good condition. No price 
changes have been made. 


We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $19 per box: 
roofing tin, IC, 20 x 28, 8-lb. coating, $18.50 

Weatherstrip—Sales have been very 
good, but are letting up as the season 
advances. No price changes. 

We quote from local jobbers’ stocks 
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5 -in. and %-in. wood and felt, $2.2: > per 
100 ft.; 1l-in. wood and felt, $3.40 per 100 ft. 


Wire.—Jobbers’ stocks are now in 
comparatively good condition, with very 
little 'emand, When the Spring Sea- 
son opens there will undoubtedly be a 
good demand for same. No price 
changes reported. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools 
$4.05. Galvanized, $4.60; Painted hog wire, 
$4.32. Galvanized hog wire, $4.90 per spool. 
Smooth black No. 9, $4.85 per cwt.; Gal- 
vanized Smooth No. 9, $5.55 per cwt. 


Stanley Atlanta Office 


The Stanley Works, New Britain, 
Conn., has established an office in At- 
lanta, Ga., with R. M. Parsons in direct 
charge. Mr. Parsons was formerly 
manager of the New York office of the 
Stanley Rule and Level Co. which is 
now combined with The Stanley Works. 
Mr. Hutchinson who has traveled in the 
Atlanta territory for a number of years 
in the interests of The Stanley Works 
will act in the capacity of assistant to 
Mr. Parsons. 

Both Mr. Parsons and Mr. Hutchin- 
son established their headquarters at 
Atlanta, January 1, as representatives 
of the Stanley Rule and Level Plant 
and The Stanley Works exclusively. 

As a result of the merger between 
these companies a new trade mark has 
been established showing the word 
Stanley in an oblong box with a heart- 
shaped design beneath inclosing the 
initials S. W. 


The Coates Clipper Mfg. Co. Worces- 
ter, Mass., has increased its capitaliza- 
tion from $15,000 to $200,000. Money 
derived from the sale of the additional 
stock will be used to develop a new 
product, a flexible tubing. 


The Vitrified Wheel Co., Westfield, 
Mass., which was reorganized last 
spring, is making extensive plant addi- 
tions with a view to materially increas- 


ing production this spring. William 
B. McSkimmon is president; Charles 


F. Loughead, vice-president; and G. L. 
Gaylord, treasurer. 
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Women and Demonstrations 
(Continued from page 95) 


when a demonstrator stands right 
there before them showing them that 
really it is the simplest thing in the 
world, and that poor results would 
be very hard indeed to obtain, they 
are won, they cannot help it. When 
they find that they can use their fa- 
vorite recipes with excellent results, 
they decide that there is nothing to 
master about a fireless cooker, and 
they perceive that hours of leisure 
can easily be theirs. 


The Labor Saving Appeal 


Three meals a day must be pre- 
pared. It is being harder constantly 
to secure efficient domestic help in 
the household, so, many women are 
reduced to doing the greater part of 
their work themseives, and when they 
have a fair-sized household, the care 
of a home is often a great effort, so 
it is not hard to “appeal” to the 
women with a labor saver. 

All that they want is to be shown 
something that does the work in a 
satisfactory way and with a satis- 
factory saving of labor for them. As 
we have said, food, hearty meals, 
must be prepared three times a day, 
and the main question is how. 

There is very little farm work 
that a man would consider doing by 
hand. Machines have been invented 
to do great quantities of work in a 
minimum of time, so man is appre- 
ciative of the amount of time saved 
by machinery, and is often quite will- 
ing that his wife shall have the bene- 
fit of any modern conveniences that 
will benefit her in her home, so it is 
very good business for the housewife 
to bring her husband with her when 
she is contemplating the purchase of 
new equipment for the home. 

Few men can resist the lure of 
appetizing odors emanating from a 
kitchen, so when the same odors 
exude from the fireless cooker he is 
completely won. All that he wants to 
do, then, is to sign a check. 


Reducing the Hours of Work 


No one job in the house takes a 
great amount of time. It does not 
take long to wash the dishes. It 
does not take long to sweep a room, 
but when you consider the weary 
grind of doing the same thing over 
and over for 365 days in the year, and 
not only that, but finding so many 
things to do in the home that every 
minute is taken up with housework, 
is it any wonder that a fireless cooker 
makes such an impression on the 
housewife. 

There is an immense field for the 
fireless cooker business, and adver- 
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tising by means of newspapers, dem- 
onstrations, national campaigns, di- 
rect by mail or direct by phone, is 
what is going to put it across and 
install a fireless cooker in every 
home. 

And although the Bunting Hard- 
ware Company has sold hundreds of 
cookers, it feels that its territory is 
full of prospects, and it is going after 
business with all its might and main. 


Dairy Equipment 
(Continued from page 101) 


“T divide cream separator prospects 
into two groups—those who haven’t 
invested in separators and those who 
are using inferior machines. I sell 
the former prospects by showing 
them the excessive waste which in- 
variably results when the gravity 
method of separation is used. This 
method is obsolete; it has nothing to 
recommend it. It is not sanitary, and 
allows a large portion of the valuable 
butter fat to escape into the swill 
barrel. The milk sours after stand- 
ing in crocks and pans, and is not 
suitable for feeding to young calves. 
I induce prospective customers to 
give cream separators a trial; the 
machines sell themselves. I regard 
the man who owns only two cows as 
a prospect. I specialize on the sale 
of small sizes, as well as large ma- 
chines. 

Pays for Itself 

“I regard farmers who are using 
inferior separators as good prospects. 
I explain that a small loss of butter 
fat each day will eventually total a 
sum which would have paid for a 
good separator. A quality separator, 
used alongside an inferior machine, 
soon proves its worth. I show cus- 
tomers why the first cost of a sepa- 
rator isn’t so important as the kind 
of service the machine gives. A 
quality separator is the cheapest in 
the long run, for it gives continued 
service, and conserves the valuable 
butter fat. An inferior separator, 
by wasting butter fat, proves an ex- 
pensive investment in the course of 
a year.” 


Eliminating the Guess 
(Continued from page 103) 
many you need during a coming 
period of equal or greater length. 
Confine this plan to stocks that 
have a wide variance of items such 
as tools, automobile accessories and 
builders’ hardware. It will be found 
that it pays. No man living can re- 
member how many saws or lock sets 
he sold last year. And when he 
doesn’t know what he has sold he 
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can’t hope to come very close to 
guessing what he will sell. 

Such a plan is not only needed by 
the man who buys too heavily but by 
the man who buys too lightly. It is 
oftentimes more costly to underbuy 
and thus lose sales than it is to over- 
buy and carry too much stock. But 
such a plan will help to avoid either 
of these dilemmas. And the savings 
it makes can be realized by the ex- 
penditure of just a little time. 


Advance Work on Seed Sales 


The retail hardware dealer who ex- 
pects to do a heavy business in seeds 
during the coming year should begin 
as soon as possible after the New Year, 
doing advance work in an effort to 
build up future sales when the season 
opens. One good method is that of 
using a circular letter. A retail dealer 
in Iowa uses such a letter worded 
substantially as follows: 

“Dear Sir: 

“The samples of medium red clover 
seed enclosed herewith you will recog- 
nize as of high quality and worth con- 
siderably more than the price I ask. 
This clover is Minnesota grown, and is 
far above the average in purity and 
germination test. The alfalfa sample is 
grown in Nebraska on non-irrigated 
land, and is better for your use than 
that which is grown on irrigated land. 
I quote the following prices which are 
good only during the month of Febru- 
ary: 

“Red clover, $18 a bush. Alfalfa, $14 
a bush. 

“We have always advocated the early 
buying of field seeds, as the prices are 
lower and the quality much better than 
that of late shipments. 

“We have decided to try and interest 
a number of our friends in buying their 
seeds early this year, as we are satis- 
fied that prices will advance later in the 
season. The only way that we can do 
this, however, is for us to buy the seed, 
have it shipped and pay for it before 
March 1. This will require a large 
amount of money and as the profit is 
small I must ask for the cash with the 
order, the seeds to be taken at any 
time. We shall be glad to quote prices 
on other seeds on request. Don’t fail 
to take advantage of this offer, as it 
may save your money.” 

After the letters have been sent out 
this dealer sends out one of his clerks 
on a motorcycle to stimulate the orders. 
In this way the seed customers come 
into the personal contact with a man 
from the store and are often influenced 
to place their seed orders early. 

It is well to remember that the dealer 
who sells the farmer his seeds is very 
apt also to sell him his garden tools 
and other hardware items which go to 
make up his farm equipment. 

Similar campaigns could be mapped 
out along other seasonable lines with 
equally good results. Try it out this 
year and notice the favorable effect on 
your general business. 














Sporting Goods, Vacuum Cleaners, Toys and Other Seasonable 
Items Being Featured in Strong After-Christmas Advertising 


Sporting Goods for the Northland 


No. 1 (2 cols. x 6 in.) 


Up in St. Johnsbury, Vt., where the 
Peck Hardware Co. holds forth, they 
have real winters, plenty of snow and 
cool air to keep the snow from turning 
to the brand of slush and ice with which 
city folks are familiar. 

Consequently, the sporting goods de- 
partment of the Peck Hardware Co. 
specializes in such items as ice skates, 
bob-sleds, skis, snow shoes and ordi- 
nary self-steering sleds. 

The ad of the firm which we repro- 
duce is very interesting. The refer- 
ence to Mount Blanc is indicative of the 
fact that Vermont folks probably are 
more familiar with Alpine sports and 
sections where winter contests are held 
than are people living in congested 


MOUNT BLANC 


In Switzerland has just 
toppled over and about 
1000 feet of it has skid- 
ded down into France 
or somewhere. 

But our old Vermont 
Hills stand as firm to- 
day as when the Indians 
killed Bear arid Deer 

,with a sling or bow and 
arrow. 

But iow the modern 
Sport takes his “Dear” 
to the skating rink and 
with “Winslow” skates 
(the best) or takes to 
the ‘tall timber with 

ir oys, od wire) we ie tat er 

. ,and girls}. or: per! with “Northland” 
Skis he skims over these lofty hills tike a bird. But 
clear the track here goes both Boys and Girls, young 
ahd old onthe finest Sleds ever brought out. 
haan Sherwood—all self,steering. 


™ We havaall these goods. It is up to you. 
THE PECK CO. 


1 Skis, snow shoes, sleds and snappy 
text 




















Great 














areas where winter sports are limited 
to ice-skating and sledding. 

The idea in the copy is well ex- 
pressed and a conscious pride no doubt 
Sweeps over the reader of this ad if he 


claims the Vermont hills as his birth- 
place. 

The wording of the text is somewhat 
out of the ordinary, and it will pay you 
to read it over closely. Note how the 
complete line of winter sporting goods 
is introduced as the copy flows along. 
There is certainly no effort in reading 
this ad and absorbing the facts about 
the Peck line of sport accessories. 


"Good Vacuum Cleaner Ad 
No. 2 (2 cols. x 9 in.) 


Burke & Wright, Waukegan, IIl., 
sent us this ad, and we would say that 
it is an excellent piece of sales copy 





Takes buta 
few minuts 
a day witha 








ELECTRIC 


VACUUM CLEANER 


Only the Regina has the SELF-ADJUSTING BRUSH that always 
gets all the surface litter, threads, hair, etc. and never loses con- 
tact with the surface over which it is working, 


The POWERPUL SUCTION of the Regina Cleaner gets all embed 
ded dirt. It is the one cleaner that gets ALL the dirt from rug 
or carpet and the floor usiferneath at the same time. 






A Factory Representative is waiting at 
cur store to call and demonstrate on 
your own rugs for you FREB. 


Burke & Wright 


HARDWARE 
118 S. Genesee Street 
Phone 372 











2 Convincing paragraphs on vacuum 
cleaners 
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on vacuum cleaners. 

From our study of the sale of vacuum 
cleaners we glean this significant fact: 
that a large percentage of sales are 
made upon recommendation. Even the 
solicitation of the public service elec- 
tric companies, keen as it is, for the 
salesman calls as soon as electricity 
has been wired in the home, fails to 
circumvent the personal recommenda- 
tion. : 

Therefore, it would seem the best 
tack for the hardware dealer would be 
to use a style of ad which has often 
been shown in these columns. This ad 
lists a number of homes which have 
purchased a certain make of vacuum 
cleaner, range, kitchen cabinet, etc., and 
refers the reader to any of the names 
listed. 


“TheStore That Does Things” 


Automobile Robes 
- 29 








THERE ts 








Money in Trapping We be wrt 
Vietor Traps are a sure catch mand 
No. 1 size 
the aus $2.50 
Hunting Coats Roller Skates 
The famous “DA XBACK” We have Thes ss just the weather for Roller 
the size thet will fit you $12.00 “ (By 3 rother $3.50 


price 





Enterprise Meat Cutters 
1 size for Farmers. These Cutters were purchased from the 
t and sell regularly for$i00 Our » +9250 The 
en 2 % wa 





Chemical Toilets 


A necemary convenience We have 
them in stock = Prices 


$14.50 » $22.50 


Pipeless Furnaces 
‘We have « stock on hand and can 
make immediate instalation 





————— 
Make Your Hens Pay Crocks 

They will f you feed them “BLUE A good stock of oearty all suses up 
RIBBON” Feed to thirty gallons 
Toilet Paper 6 rolls for Se 





We Give a Cash Discount 


Ballintine Hardware Co. 


WARSAW, N.Y 











effectiveness has been ably 


demonstrated 


Now if the man who gets up this ad 
uses a little judgment he will see that 
his list of names, as far as is possible, 
represent different sections of the town, 
so that each name will, like a wireless 
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wave, spread out and cover a certain 
number of homes. 

A list of names in connection with 
the kind of copy used in this Burke & 
Wright ad will boost your vacuum 
cleaner sales very materially. 

Note the concluding paragraph where 


AS 5 YS 








Scull, Seouien & Wallace 


4. An ad that has stood the test of 
time 











the firm offers to send a factory repre- 
_ sentative to homes for the purpose of an 
individual home demonstration. 


“Showing the Whole Store” 


No. 3 (3 cols. x 11% in.) 

Several interesting things happened 
in connection with the run of the Scull, 
Swain & Wallace ad. In the first place, 
it secured the interest of the youngsters 
to a marked degree. Then its unusual 
make-up impressed adult readers with 
the fact that the Scull, Swain & Wal- 
lace toy stock must be large indeed. 
One mother went on record as stating 
that her boy said that Scull, Swain & 
Wallace had the whole store in that 
day. 

J. J. Seull, of the firm, states that 
this style of advertising is used only 
around Christmas time, but if it pays 
so well and attracts so much attention, 
why limit it to Christmas? Toys are 
good sellers the year ’round and, 
furthermore, the form of the ad can 
be used for other articles than toys. 

If we remember right, it was Milt 
Benson, a hardware man of Saranac, 
Mich., who used to use this style of ad- 
vertising for all his stock, and he made 
it pay well. 

A picture is the shortest cut to the 
mind. It will say to a person at a 
glance what would require paragraphs 
of copy. 

Supposing you wish to impress your 
readers that your stock of tools or 
aluminum ware or stoves is unusually 
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complete. What better than an occa- 
sional ad of this type showing your line 
pictorially with just a snappy one-line 
head and your firm name. 

Take another look at the Scull, Swain 
& Wallace ad and you will better un- 
derstand why the youngster said that 
the whole store was in the announce- 
ment. 

Try it out, Mr. Hardware Man, and 
let us have a copy of the finished ad. 


Timely Items in Combination 


No. 4 (3 cols. x 9 in.) 

The Ballantine Hardware Co., War- 
saw, N. Y., originated a style of adver- 
tising peculiarly its own, and we note 
that the firm has adhered to this style 
over a period of several years. The 
style is well illustrated by the Ballan- 
tine ad which we reproduce. 

The ads are invariably combination 
announcements. From eight to a dozen 
items are featured in every ad. And the 
items are selected with obvious care, 
prices usually quoted and the an- 
nouncement, as will be noted, set up in 
excellent taste. 

Note the seasonable goods featured 
—not only seasonable but essential— 
goods that are in demand. Perhaps it 
is the adherence to this style and the 
care in which the ads are compiled and 
arranged which has made this style of 
publicity so profitable that the Ballan- 
tine Hardware Co. does not seem to 
want to change it in any detail. 


Keeping the Employees Busy 


In practically every retail hardware 
store there are certain times or periods 
in which the salesman and other em- 
ployees apparently have nothing to do. 
It is sometimes quite a problem to the 
retailer how to best use the efforts of 
the sales force during the so-called 
class period. H. G. Cormick, of IIli- 
nois, has in successful operation in his 
store a simple plan that may be adopted 
advantageously by many other mer- 
chants. Posted in a prominent place in 
his store is a memorandum’ pad upon 
which he writes every-day instructions 
to his salesmen to do various things 
when their time is not otherwise oc- 
cupied. Whenever a salesman ‘has a 
few idle moments he consults the pad 
and proceeds to do the first thing to 
which his attention is called. When the 
task is completed he marks that item 
off of the pad and takes up another. 

There are numerous small matters 
which will occur to the manager or 
owner of a retail store as he goes about 
his business each day. Frequently 
these matters seem so small that he 
allows other things to crowd them out 
of his mind. If, whenever such a mat- 
ter comes to his attention, he will con- 
sistently use a memorandum pad as 
mentioned, jotting down the things that 
occur to him while they are fresh, he 
can materially improve his business. 
He can also give to his salesmen spe- 
cific instructions that will take up the 
spare time periods and thus eliminate 
any loafing during business hours. It 
requires very little effort. 
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Who Is the “Middleman”? 


When prices are high the middleman 
gets the blame. He is the link in the 
distributive chain nearest the consumer, 
and catches censure first. 

Just what, or who, is the middle- 
man? 

Is it the retailer?—he gets his living 
along the chain of distribution that 
links consumer and producer. Or the 
wholesaler ?—who is part of the same 
chain. Or is it the buying agent, the 
merchandise broker, the sales agent, 
the importer? 

The middleman is not any of these. 
He is really not a “man” at all; simply 
a series of costs that must be met be- 
fore the gouds can reach the user. 

The expense you would have to pay 
if you went yourself to Michigan for 
your beans, to Russia for your sables, to 
Cuba for your sugar—that is the mid- 
dleman, only others who also want 
beans, sables and sugar help you foot 
the bills. He is freight—he is adver- 
tising—he is taxes—he is the salesmen’s 
salaries—he is administrative overhead. 

Obviously, these are expenses which 
must be paid; when they represent du- 
plication or waste, open competition 
usually corrects them. 

Before blaming the middleman it 
should be remembered that, so far, we 
have not found a cheaper alternative; 
that what is called the “middleman” 
represents the most economical dis- 
tributive method the ingenuity of man 
has developed since civilization began 
gathering goods from the four corners 
of the world. 


Quaker City Reports Big Xmas 
Business 


The Philadelphia hardware market 
enjoyed a remarkable spurt during the 
pre-holiday season. 
virtually all lines featured the market 
with the small establishments breaking 
records for business. Although price 
reductions have not been as marked in 
hardware as in many lines, the Christ- 
mas season failed to influence the price 
schedules and no marked change has 
been noticed for future orders. 

This buying attitude on the part of 
the public was reflected in the jobbers’ 
establishments when many retailers 
were forced to replace exhausted stocks 
during the weeks just before Christ- 
mas. Although much of the material 
was in holiday lines, staple articles con- 
tinued in good demand. Many dealers 
report that the “useful article” sales 
had a marked influence upon their 
trade. 

The toy feature in the local market 
was oné of the innovations of the pres- 
ent season. The Supplee-Biddle Hard- 
ware Co. was one of the first to intro- 
duce toys and the fashion spread rap- 
idly. The public soon became accus- 
tomed to seeing toys in retail hardware 
shops and enormous orders were placed 
throughout the industrial sections of the 
city. 


Brisk trading in 
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The Hinge Market 


HE Great American Home is 

made up of some twenty-five 
million houses. Every day in these 
houses more than six hundred 
million hinges are brought into 
action. Millions of these bear the 
name McKinney. 


This is only part of the huge hinge 
market. Millions are used in office 
buildings, stores, public buildings, 
churches—millions more for cabinet 
work, boxes, crates and cupboards. 
Hinges are important! 


The McKinney Manufacturing 
Company is making millions real- 
ize this importance through adver- 
tising. This advertising is planned to 
create sales—in your store. 


McKINNEYMANUFACTURINGCO. Pittsburgh 


Western Office, State-Lake Bldg., Chicago 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 


Export Representation 


Establish your hinge department 
as McKinney Headquarters. 


We are equipped to carry our 
advertising activities right into your 
community—to your very counter. 
Send for our newspaper campaign of 
general hardware advertisements. 
These come in electro form, all ready 
for insertion. Ample space is left 
for prominent display of your name 
and address. You should also use 
McKinney display cards for your 
window and counter. Make sure 
everyone knows you sell McKinney 
Hinges and Butts. 


Last year the dealers who used 
these advertising helps reaped the 
benefits in sales. This is the best proof 
of their worth. 
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Being Products 


Toy Vacuum Cleaner Picks 
Up Lint 


A very novel plaything in the form 
of a toy vacuum cleaner is offered the 
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Hercules Toy Vacuum Cleaner 
trade by the Hercules Toy Co., 12 
South Wells Street, Chicago, III. 

The Hercules toy vacuum cleaner 
measure 4% inches in width and 
stands 23 inches from the floor to the 
end of the handle. The bag is feath- 
er stitched in colored thread and let- 
tered in bright red. The handle is of 
hard wood stained black. The head 
is of solid aluminum casting highly 
polished, -rolling on hard-wood caster 
wheels. A revolving stiff bristled brush 
is fitted in the nozzle, and actually 
picks up lint and other soft foreign 
matter, throwing it back into the spring 
operated dust pan, that is hinged to the 
head just behind the brush. 

For the small child who likes to help 
mother or thinks he is helping mother 
the Hercules toy vacuum cleaner will 
find a ready friend. Its realistic ap- 
pearance and actual performance in 
picking up lint and dust make it a toy 
that any child should enjoy. There is 
practically no part to wear or get out 





Placed on the Market by Hardware Manufacturers 


of adjustment. The hinged dust pan 
may be swung clear to clean out the 
foreign matter gathered by the revolv- 
ing brush. The action used is exactly 
the same as when using a full size 
standard model vacuum cleaner. 


Pull-Apart Animal Circus 


The Pull-Apart Animal Circus is the 
product of Reeve & Mitchell Co., 1228 
Cherry Street, Philadelphia, Pa. It is 
furnished in sets with a choice of eight 
different combinations of animals, 
actors, clowns. All parts are carefully 
made of basswood which has been kiln 
dried. The figures are painted and 
decorated in fast oil colors. 

All legs, arms, heads and bodies are 
detachable and interchangeable, per- 
mitting many various comical get-ups 
and circus stunts. The animals and 
actors were designed by a former 
Judge artist, who specialized in such 
drawing when with that comic paper. 
The actors available include the usual 
circus personnel of lady animal tamers, 
lady performers, policemen, clowns 
and ringmasters. The animals are the 

















lion, zebra, donkey, camel,, elephant, 
A Sample Pull-Apart Stunt 
horses, dogs, pigs, bears and many 


other beasts always found at every 
real good circus. 

With each circus set a booklet is 
given showing many suggested stunts 
possible with the Pull-Apart Circus. 
Under each picture is a catchy little 
two-line rhyme. This booklet will be 


sent to any interested hardware dealer 


Reading matter continued on page 128 
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who sends his request to the manufac- 
turer. 


Make Line of Toy Balloons 


Balloons of all sizes, in all shapes, 
and colored brilliantly, are made by the 
Eagle Rubber Co., Ashland, Ohio. The 
assortment includes everything from a 
penny balloon up to an Eagle Brand 
bagpipe, a genuine Scotch music mak- 

















Suggested Assortment Box of Eagle Balloons : 


ing toy, with two exhaust stems and 
various ranges of notes. The wind 
bag is, of course, finished in a real 
“Highland plaid.” In between these two 
extremes are squawkers of all shapes 
and sizes, whistling balloons, smaller 
one stem bagpipe models, watermelons, 
footballs, airships, sausage style, and 
also the familiar carnival balloon on a 
reed stick. 

Hardware dealers desiring an inex- 
pensive advertising balloon will be in- 
terested in the last few pages of the 
catalog sent out by this company. This 
booklet also describes and illustrates all 
the various styles of balloons offered. 

In many parts of the country hard- 
ware dealers are making good profits 
selling balloons to churches and other 
organizations holding fairs or carni- 
vals. Balloons are offered with nursery 
rhymes and appropriate illustrations 
and with many other designs to appeal 
to children, all of them fully described 
in the catalog obtainable by all hard- 
ware dealers. 
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Fine Garage Hardware 
Makes Fine Business 


And the sure way to have fine business in garage door hardware is to sell 


SCidstite: i» Door Hardware 





One set installed in your community will surely sell many others. Every garage 
owner who sees “‘Slidetite’’ in use wants it on his garage. Every user of ‘‘Slidetite” 
recommends it to his neighbors and friends. It needs only to be demonstrated to sell. 


Why ? 


“Slidetite’’ embodies more advantages for the garage user than any other style of 
garage door hardware made. 


Simple to install, easy to operate, readily adjustable. Doors can’t sag. Stand where 
you open them without locks or holders. Close weathertight. Add to the appearance of 
the building. 


Made for doorway openings up to 30 feet wide. 


“SLIDETITE” GIVES SATISFACTION TO 
THE USER AND PROFIT TO THE DEALER 


Write for Catalog UA-22 


ichards-Wilcox Mf 


“A Hanger for any Door that Slides.’ 


CHICAGO” AURORA.ILLINOIS,.U.S.A. O50" 


LOS ANGELES MINNEAPOLIS 
PHILADELPHIA LONDON. ONT. -_ SAN FRANCISCO 









































New Valve Has No Spring 
Doing away with air leakages in air 
lines means a huge saving to the 
garage or service station where air is 

















Upper—Chuck with Sturdy Air Valve 
Lower—Cross Section View 


given free to gas customers. It is said 
by the Gray-Heath Co., 544 Parkside 
Avenue, Chicago, IIl., that its new model 
Sturdy air valve accomplishes very ef- 
ficiently the stoppage of air leaks by 
sealing the air at three points. 

In this valve there is no spring to 
weaken the sealing and opening action, 
nor is there a rubber washer to come 
in contact with the threaded valve stem 
to be torn through continuous rubbing. 
The elimination of these parts saves 
time, labor and expense of replacing 
springs and washers. 

The operation of this valve is said 
to be entirely by air pressure and will, 
therefore, give longer service. 


Lubricates Ford Springs 


The Ford car as taken from stock 
has but two natural shock absorbers, 
the springs and the tires. The springs 
won’t function properly unless they are 
lubricated and if they don’t function 
the entire strain and wear and tear of 
the road is forced on the tires. Oiling 
the springs may seem like a very unde- 
sirable job, but with the Mobile Oilers, 
a new product made by the Mobile Mfg. 
Co., Chicago, the necessary lubrication 
is carried on automatically. 

Mobile oilers are made of high grade 








felt, reinforced by a strong spring. The 
oiler is dipped in oil and inserted be- 
tween the channel frame and the top 
spring leaf at the front and rear of the 
car. No tools are required, the oiler 
may be put in place with the fingers. 
Every deflection of the springs brings 
the oiler into play; a little oil is forced 
out and penetrates the spring leaves. 
The surplus is drawn back into the 
reservoir. Usually, it is said, two fill- 
ings during the year are sufficient to 
keep the oilers working properly, giving 
proper lubrication to the springs with- 
out further attention, making, it is said, 
the car ride easier and longer of life. 


Jessop & Thompson, 1421 South 
Michigan Avenue, Chicago, is the 
sales agent for the Mobile oilers. In- 


terested hardware dealers may address 
inquiries to either manufacturer or the 
agent. An illustrated circular will be 
sent upon request. 





Mobile Oiler 





Point of Installation 
Indicated by Black 
Circles 























For Testing Purposes 


Every garage mechanic must have 
and each motorist should have accurate 
gauges to measure distances of the cars 
spark-plug points, and other important 
gaps. In this connection the Hopewell 
Bros., Watertown, Mass., has brought 
out the Hopewell Auto Thickness Gauge, 
designed to determine with precision 
small distances in automobile repair 
and general machine shop work, such 
as the clearance between a valve and 


Reading matter continued on page 130 
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tappet, or the distance between the 
points of the timer, ete. 

The gauge consists of a handle .030 
of an inch in thickness and seven leaves 
of thicknesses respectively .004, .006, 
.008, .010, .015, .020, and .025 of an inch. 
These leaves are of variable lengths, 
so that when drawn out of the handle 





HOPEWELL AUTO 
THICKNESS GAUGE =. 


fl a! 
& 10/20 


TROUSAND IHS 4 ops C¢ 
ERTOWN,MASS. U.S.A. VALVE TIMER SPARK PLUG “03! 


“HOPEWELL BROTHERS 
Q 














Hopewell Thickness Gauge 


they will lie against a graduated scale 
on the handle, thus indicating the thick- 
ness of the different leaves. Using one 
or more leaves in combination addi- 
tional measurements may be made. 
The gauge is made with a soft steel 
handle properly numbered and lettered. 
The leaves are imported Swedish steel, 
polished and tempered. The gauge 
comes in a neat imitation leather case. 
The manufacturer supplies the fol- 


lowing table of auto clearances, for 
aid in using the gauge: 
Spark plugs, auto and ma- 
PING MIOUOLE § 0.6 os sice eas .025 to .018 
Liberty aviation motors.. .015 to .018 
Valve tappets, auto and ma- 
he .004 to .006 
oo , See .022 to .028 
Liberty aviation motors, 
PE eer ree .013 to .018 
Liberty aviation motors, 
ORRIN xa sevicnnceses .019 to .021 
Timers, Atwater Kent, 
closed-circuit type.... .008 
Open-circuit type....... .010 
Delco, fiber CAMS... ... 0+. .010 to .012 
Steel cams, 4 and 6-cylin- 
OY SR 6 is kere cea -020 to .027 
Eight and 12-cylinder 
MONEE: ba rivickvses vers .015 to .022 
Remy, C1 WPS. 6 06.6 cvccvs .020 to .025 
PE nies ccsaicnscns 009 to .012 
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ale flooding and imperfect combustion, with 
: Itant battery re-charging and 
ne resultant battery re-charging and constant 
di- diluting of crank case oils. 
eel 
<1 INSURE 
el, 
ge easier starting and save your battery. Insure uni- 
cl. form and even combustion with utilization of all 
for raw gas, preventing a seeping through into the 
' crank case which may cause burned bearings, and 
scored cylinders. 
018 satel seal 
018 HERCULES spark plugs eliminate these cold 
weather troubles and afford summer performance 
006 : . 
028 in winter motors. 
018 ° ° 
Eclipse Manufacturing Company 
021 Indianapolis SA 
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010. x 
012 
027 
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Notes of the Retail Hardware Trade 


LINTON, N. D.—The Emmons County 
Hardware Co. now owns the business 
of H. C. Rypkema. Catalogs requested 
on a line of stoves and ranges. 

LAKEWOOD, OHIO.—J. F. Weidig & 
Son, 17128 Detroit Avenue, have bought 
the stock of Louis J. Smilor. 

YALE, OKLA.—The Peter Hardware 
& Furniture Co. has added a line of 
phonographs to its regular stock. 


SPARTANBURG, S. C.—R. L. Dargan 
has retired from business, 

CHANCELLOR, S. D.— Hoogestraat 
Bros. have established themselves in 
business here, handling automobile ac- 
cessories, belting and packing, bicycles, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, 
cream separators, cutlery, dairy sup- 
plies, dog collars, electrical household 
specialties, fishing tackle, furnaces, fur- 
nishing department, galvanized and tin 
sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy 
farm implements, heavy hardware, 
home’. barbers’ supplies, lubricat- 
ing oils, mechanics’ tools, paints, 
hardware, home barbers’ supplies, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing de- 
partment, poultry supplies, gee next 
roofing, pumps, ranges and cook stoves, 
shelf hardware, silverware, sporting 
goods, tin shop and washing machines. 
Catalogs requested. 

Sioux Fats, S. D.—The Emil Dar- 
son Supply Co. has been incorporated 
to do both a wholesale and retail busi- 
ness. 

WEssTER, S. D.—The Farmers’ Hard- 
ware & Implement Co. is purchaser of 
the hardware business of Bierschbach 
Bros. 

GEORGETOWN, TEX.—Lumblad Bros., 
purchasers of the stock of George Mc- 
Daniel, request catalogs on a line of 
shelf hardware. 

GRANDVIEW, WASH.—A. B. Marshall 
& Son, Inc., has been incorporated with 
a capital stock of $30,000. The in- 
corporators are A. B. Marshall and 
others. Catalogs requested on a line 
of farm implements and barn equip- 
ment. 

NEw Lonpon, Mo.—G. E. Yager has 
purchased the interest of his partner, 
W. F. Resser, in the hardware business. 
Catalogs requested on a general line of 
hardware. 

EKALAKA, MOoNT.—Benjamin Davis 
has sold his hardware store to the W. 
H. Peck Co., which requests catalogs on 
the following: Automobile accessories, 
automobile tires, belting and packing, 
builders’ hardware, cream separators, 
crockery and glassware, cutlery, dairy 
supplies, flashlights, lubricating oils, 
paints, oils, varnishes, glass and shelf 
hardware. 

GLascow, Mont.—C. E. Behner has 
sold his interest in Maris & Lee, Inc., 
to Glenn Maris. 

GLENTANA, MontT.—The Howard 
Mercantile Co. has bought the H. M. 
Fox store. 


K, NEB.—M. O. McClure & Son 

have tieceded to the business of E. G. 
Polk. © : 

GLOVERSVILLE, N. Y.—Herman Weli- 


ner has moved his business to 13 
Bleecker Street. 


CENTERVILLE, S. D.—Johnson Bros., 
successors to C. J. Johnson, request 
catalogs on automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, belting and packing, 
bicycles, builders’ hardware, churns, 
cream separators, cutlery, dairy sup- 
plies, electrical household specialties, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline, gasoline en- 
gines, guns and ammunition, hammocks 
and tents, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, phonographs, plumbing depart- 
ment, poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves, ranges and washing ma- 
chines. 

MITCHELL, S. D.—Robert Raines and 
Thomas Eastcott have purchased an in- 
terest in the Peterson hardware store. 

CRANDALL, TEX.—Cave & Cave have 
opened a store here and request cata- 
logs on sporting goods and cutlery. 


PALESTINE, TEX.—The Geo. Schmidt 
Hardware Co. has commenced business 
here and requests catalogs on phono- 
graphs, bicycles and gas engines. 

SALEM, W. VA.—The Salem Hard- 
ware requests catalogs on a line of 
chinaware. 

CRANDON, WIs.—The Forest Co. is 
purchaser of the stock .of the Triple 
Hardware Co. 


ALMA, Wis.—C. G. Knospe has .sold 
his hardware stock to Smith & Fetting. 


MARYTOWN, WIs.—Joseph A. Petrie 
is purchaser of the stock of John Lan- 
genfeld. 

PHILLIPS, WIS.—Joseph P. May has 
opened a store here. 

SHARON, WIs.—Earl J. Shager has 
disposed of his interest in Shager & 
Sons to Arthur J. Davis. Shager & 
Davis is the new firm name. 

Knox, PAa.—F. G. Gates is now sole 
owner of the business formerly con- 
ducted by Gates & Right. Catalogs re- 
quested on a general line of hardware 
and plumbing materials. 

McCaskiLL, ARK.—The McCaskill 
Hardware Co. has been incorporated 
with a capital stock of $25,000 to deal 
in automobile accessories, automobile 
tires, bicycles, churns, crockery and 
glassware, cutlery, farm implements, 
fishing tackle, garage hardware, guns 
and ammunition, harness, heating 
stoves, heavy hardware, kitchen cabi- 
nets, kitchen housefurnishings, linoleum 
and oil cloth, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
prepared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, stoves, ranges, and wheel toys. 

SOMERTON, ARIZ.—The Hunt-Frank- 
lin Hardware & Implement Co. has suc- 
ceeded to the business of the E. G 
Caruthers Commercial Co. 

KERMAN, CAL.—The Kerman Hard- 
ware Co. has moved to a new location. 

Pomona, CAL.—R. C. Watson and C. 
S. Cox have purchased the hardware 
business of E, P, Boggess. 

BARTOW, FLA.—Seward Bros. are 
purchasers of the Wilson Hardware 
Company stock. 

CABERY, ILL.—The stock of W. H. 
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Essington is now owned by Falter & 
Schafroth, who request catalogs on 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cream separators, cut- 
lery, dairy wre dynamite, farm im- 
plements, flashlights, fishing tackle, fur- 
naces, garage hardware, gasoline, gaso- 
line engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, incubators, insecti- 
cides, kitchen cabinets, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, tin shop, toys, games, washing 
machines, and wheel toys. 

OGDEN, ILL.—Ray Cast, owner of the 
hardware business of E. C. Firebaugh, 
requests catalogs on the following lines: 
Barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, churns, cream separatois, 
cutlery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, heating stoves, 
home barbers’ supplies, incubators, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing de- 
partment, pumps, shelf hardware, 
stoves and ranges, tin shop and washing 
machines, 


SIDNEY, ILL.—Van Brund & Anders 
have been succeeded in business by 
Logan & Anders. 

COATSVILLE, IND.—Campbell & Son 
request catalogs on a line of furniture. 

EDINBURG, IND.—Evan Pierce has 
bought the Pruitt hardware stock and 
requests catalogs on a general line of 
hardware. 

Gary, IND.—The Calvert Hardware 
Co. has disposed of its stock to the 
Burke Bros. Plumbing & Hardware Co. 


JASPER, IND.—Lorey Bros. are plan- 
ning to dispose of their stock and retire 
from business. 

Humso.pt, IowA.—John Sampson has 
opened a hardware store here. 

RipGEwAY, IowA.—Roy L. Dun has 
sold his hardware stock to H. G. 
Gunhus. 

ENTERPRISE, KAN.—J. F. Buhrer has 
disposed of his business to the Myers & 
Chandler Hardware Co., which requests 
catalogs on barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, churns, cream sepa- 
rators, cutlery, electrical household spe- 
cialties, farm implements, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, gasoline, gasoline engines, guns 
and ammunition, hammocks and tents, 
heating stoves, incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, voul- 
try supplies, prepared roofing, pumps, 
refrigerators, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
tin shop and washing machines. 

Perry, KAN.—Willard Good, succes- 
sor to Good & Anderson, requests cata- 
logs on electrical fixtures, builders’ 
hardware, harness and mechanics’ tools. 
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F the dealer could do a little sample iron- 
| ing in the store, it would be easy to con- 

vince any woman of the quick-heating, 
smooth-working qualities of the Universal 
Iron. 
In the store, the Universal is but well de- » 
signed, well finished metal—cold, inanimate, 
unresponsive. But in the home, on the 
ironing board, it quickens into life—a life 
of service. 
After all, the Universal isn’t metal; it isn’t 
theory; it isn’t what ingenuity designs and 
skill executes. The Universal Iron is 
Service itselfi—hot, dependable, continuous 
Service throughout years of ironing days. 
The Universal is the result of slighting nothing, taking 
nothing for granted, proving everything. Non-stop- 
ping satisfaction goes with every sale and a liberal 

profit to the dealer. 

~ Order from your Jobber. 


its, LANDERS, FRARY & CLARK 
oa New Britain, Conn. 

its, 
len 
ne- 
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TRENTON, N. J. 


The Empire Rubber & Tire Co. 
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You can sell “Kant Kink” Towline to half the Car Owners in your dis- 
trict, Mr. Dealer—and we say it without exaggeration. 


Poor roads are everywhere, and in Winter and Spring they are especially 
bad. Any car is apt to become stalled—and every car needs some sort of 
a towline. 
Manila rope is bulky, and most steel cables are stiff and difficult to attach 
to cars. But “Kant Kink” line is limber as a rawhide lariat—it coils 
easily into very small spaces—and every towline is provided with well- 
wrapped eyelet terminals, and a manila sling at each end. 
TIRE The Pliability, Strength and Workman-like Finish of these excep- 
LOCK tional towlines will make a strong appeal to your customers. Every 
car owner needs one, and your sales are limited only by the number 
of customers you can put the proposition up to fairly. 





Dealers have made Big Profits on “Kant Kink” Towlines, and also on 
our Edstrom Steel-Cable Tire Locks—for both sell vigorously and 
prices are attractive. 

Get in touch with us at once, and learn the details of our dealers’ propo- 
sition. 


EDSTROM MACHINERY CO., Cary (near Chicago), Illinois 


Manufacturers of the Edstrom Wire Winding and Wrapping Machine. We Do All Kindg of 
Terminal Winding and Wire Wrapping. 
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All Your Prospects Under One Cover 


Hardware Age Directory contains just the information you need to solve your mailing problema. 
With this Directory at hand you have under one cover, and conveniently arranged, all your 
prospects in the hardware field. The several lists are indicated above. 

In the case of the Retailer, it shows the population of the town and an approximation of each 
dealer’s annual sales. 

In the case of the Wholesaler, it shows capitalization, territory covered, number of traveling 
men, and lines carried. 


These lists have been prepared with the utmost care, are complete, accurate, and give to the 
hardware man the entire field covering his product. 


You want your letters to get the proper start. This is just what Hardware Age Directory— 
1920-21 Edition will insure, Price ten dollars, postpaid. 


SEND FOR YOURS NOW. 


AEE ILO IE AAS AE ARE API EL EG. HIRE? 
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Your customer does not 
pump tires every day 


If he did you might sell him a steel pump without regard to its 
rusting. It is the days a pump lies idle that encourage deteriora- 
tion. A brass pump will not rust, therefore, the dealer who sells 
it takes no risk on this score. 


RIDGEPORT TIRE PUMPS 


—solid brass and better built 


cannot rust because they are solid brass. And then there is the 
extra long plunger rod guide that prevents wabbling and makes 
pumping easier and more effective. 











Note the 
full grip 
handle and 
the Univers- 
al hose con- 


mection. 


Bridgeport Tire Pumps are no experiment; they are manufactured 
by a company with an enviable reputation of over fifty years in the 
brass industry. 


Among your customers there is a need right now for a quality 

| 
pump that you can fill with a Bridgeport at a great advantage to 
the customer and to yourself. 


Bridgeport 
No M6. The Ask for Pump Bookiet 5. 


der provides 

greatest 
volume of 
air per stroke 
of any single 
action pump 
in the mar- 
ket. 





























Made of brass; good as gold. 
ae 
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PISTON TYPE MEASURING PUMPS 
Will Build a Profitable Business 


The prestige of Bowser piston type pumps for serving gasoline is built 
on their consistent record of ACCURACY—RELIABILITY—SAFETY— 
SPEED—ECONOMY and PURIFICATION of GASOLINE. 

ACCURACY—determined by positive mechanical means—and indicated 
on a scale at eye level. 

RELIABILITY—hand power always available—easy operation prevents 
fatigue. 

SAFETY—No danger of breakage and spilling gasoline to endanger 
lives and property. 

SPEED—The fastest service pump on the market—more than 20 gallons 
per minute. 

ECONOM Y—The least cost per gallon in time and pump depreciation. 


PURIFICATION—Bowser centrifugal filter positively separates all im- 
purities—all the pep, but no water, reaches the car. 


S. F. Bowser & Company, Inc. 


Fort Wayne, Indiana, U. S. A. 


GY INVITATION 


uewsee OF 


S. F. Bowser Co., Ltd., 


Toronto 


&. F. Bowser & Co., of Texas, 
Dallas 


London 
Sydney 


Paris 
Habana 
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Shoulders of Strength, 
Cleated Tread—two 
exclusive Ajax features 


HERE are exclusive construction features of Ajax 

Tires — both cord and fabric—which set them apart 

from and above the ordinary tire. These features, | 

. coupled with the fairness of the Ajax way of doing % 

- business, have earned the splendid reputation which 
Ajax enjoys among users and dealers. 


The Ajax Dealers Sales and Service Franchise offers a splen- 
did opportunity. Dealers are invited to write for details. 


AJAX RUBBER COMPANY, Ine. 
NEW YORK 


Branches in Principal Cities 
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NEW R A]. AH PRICES 


SPARK 


PLUGS 


ACE drivers use Rajah Plugs for a 
R quicker pick-up, more power and 
higher speed. Special button top and 
quick detachable Rajah Terminal elimi- 
nates old style inconvenient Thumb 
Screw. Simple construction, easily taken 
apart, cleaned and replaced. Parts in- 
terchangeable. Sturdy electrodes. Pat- 
ented knife edge bushing adjusts itself 
to shoulder of porcelain, and permits 
heat expansion without injury to porce- \,. 


1/4” No. 2 lain. Insulation highest grade, hardfire, _ ils, 4", Jp-18 Long and, %-18 
ia 2 : » h- = Bool 
a a einen heat-resisting porcelain. "h bin, Geeky leer dete type ot 
Studebaker. C an plug for pleasure cars, trucks, trac- 


also be used in an : tors, marine and stationary engines. 
motor made for vad For all pleasure cars, trucks, tractors, Exclusive equipment Advance-Rumely 


Standard plug. . ° a Tractors 
eee ee marine, stationary, motorcycle and air- 


Price, Plug .. .$1.00 z Price, Plug ...$1.25 
Price, Porcelain .50 plane engines. Price, Porcelain .60 


The New 
WATERPROOF, SHOCKPROOF, 
. BREAKPROOF, DUSTPROOF 
RAJAH PLUG 


Furnished in all the standard thread sizes, 
with regular RAJAH Terminal fitting any cable. 


RAJAH Ferrule Terminals, making a neater valk? xelrSe loz 


connection, will be furnished if a sample of Pasa OY 


cable is included with the order. BP 93 


P . x, 
Used extensively during the War in Aviation. REEL: Seas 


Specially recommended for Unprotected Mo- _ 
tors, Marine, Tractors, Stationary, Airplane, 


Motorcycle. Box Assortment Rajah 


Terminals. A very at- 
tractive silent salesman. 
Price, Plug ...$1.50 


Price, Porcelain .50 


—~e”d BOS COC Sur © cinerea 


‘ ‘ Rajah Thrust Clip Rajah Hook Clip ; : Termina Ww 
Rajah Regular Clip Terminal Terminal Rajah Short Clip caeer waktiaes ab 


Fits ao ae cable voanees fi Sat acne and 
The Rajah Thrust Clip, Hook Clip, Short Clip and Primary are furnished with ferrules to 
fit any size cables 
TO JOBBERS: We will gladly furnish further information. 
Electros in appropriate sizes for newspaper and catalog use supplied on request. 
MANUFACTURED BY 


RAJAH AUTO-SUPPLY COMPANY, BLOOMFIELD, N. J. 


Tear this out and file for reference 











